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The superiority of the Gorham craftsmanship is no 
quick or casual happening, never any ‘‘fortunate 
accident.”’ Rather, is it the final fruition of long years 
of painstaking application of whole lives consecrated 
to the highest artistic ideas . . . Of an almost religious 
devotion to the pursuit of chastened inspiration. 
Indeed, there are Gorham master craftsmen whose 
**felicity”’ in the creation of beauty made tangible in 
silver is in reality the cumulative artistry of several 
generations. It is this spirit that characterizes every 
piece of silverware sponsored by Gorham. And it is 
the results of this spirit made evident in terms of 
original design and quiet beauty of execution that 
brings to the store carrying Gorham products the most 
desirable clientele . .. this and the prestige adver- 
tising in class publications by the Gorham Company, 


Providence, Rhode Island. 
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What Price Carelessness? 


HE crime situation in the jewelry industry is 

serious, almost to the point of being startling, 

and the unfortunate part is that the jewelers 
themselves are in part to blame for this and are not 
aware of the fact. 

It may not be generally known that the losses of 
the insurance companies who issue block policies 
to the jewelry trade have, during the first four 
months of the year, amounted to two-thirds of the 
premiums that they have collected for the entire year 
on these block policies. Should this present rate 
keep up, premiums for next year may have to be 
increased if these companies are to continue to issue 
such policies. 

The above was one of the startling facts brought 
out in the address of President Larter of the Jewel- 
ers Security Alliance before the annual meeting of 
the Jewelers Association of New York, May 5. But 
Mr. Larter went further and showed, in detail, by 
stating specific instances, how many of the losses in- 
cluded in the $800,000 or more taken by crooks, 
this year, could have been avoided by carefulness on 
the part of the victims. In fact, in citing the prin- 
cipal losses by manufacturers and importers 
through thefts of goods on the road, he showed that 


the crimes were made possible only by the extreme’ 


carelessness of the victim, his agents or his em- 
ployes. While the carelessness of the retail jewelers 
who suffered from the criminal was not as marked, 
it was apparent in many of the reports of window 
smashings, sneak thefts, check swindles and bur- 
glaries. 

But carelessness or not, all jewelers who take 
block policies will be equally penalized in premiums 
as a result of the present condition because the loss 
to the companies, this year, must be made up by in- 
creased premiums in the next. 

The same subject was gone into in detail by the 
chairman of the Crime Committee of the Alliance 
in an address prepared for the convention of the re- 


tail jewelers of Maryland, Delaware and the District 
of Columbia in Baltimore, Tuesday. 

The warnings which the officials of this great 
crime fighting organization have given the jeweler 
as to what confronts them should not be allowed to 
pass unheeded. Every man in the industry from 
the largest manufacturer and importer down to the 
smallest dealer must be made to realize the serious- 
ness of the situation he has to meet and must be 
awakened to the necessity of doing his part imme- 
diately in meeting it. 

Crime is undermining the jewelry business as 
much as unemployment and every act of careless- 
ness that encourages the crook is hitting at the pros- 
perity of every man in the trade. The situation is 
different from what it was in the past years because 
crime, or at least the criminals, are organized to an 
extent that was never before dreamed of. In fight- 
ing organized crime, the individual merchant is al- 
most helpless. To produce an effect he must rely on 
his organizations, local and national, that have been 
developed to meet such a situation. He must not only 
support such organizations to the best of his ability, 
but he must cooperate with them by giving them 
information and heeding their advice and sugges- 
tions, both as to the protection of his stock and the 
prosecution of those who prey upon it. 

Above all, he must remember that carelessness 
and indifference on his part have helped largely in 
the growth of crime in the jewelry trade and must 
resolve that this condition shall stop once and for 
all—that from now on, neither he nor his employes, 
by omission or commission, will be guilty of any act 
that will make the work of the crook the least bit 
easier. 


Editor. 
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) l Y HAT can the jeweler do to harvest a good, 
profitable wedding and graduation business? 
I put this question to five live jewelers in 

cities in two States. 

Said the first jeweler: 

“Plan and execute better newspaper advertising! 
There is nothing like the daily press to keep the public 
informed that you are still on earth and have catchy 
merchandise that they might want. We plan on using 
25 per cent more newspaper space this spring and 
summer than we did a year ago. And we also plan to 
run our copy in a lighter and more specific vein than 
ever before. The day of the ‘big, heavy’ copy is past, we 
feel. The day of the long text is no more. People don’t 
care to read an ad that has paragraph after paragraph 
of uninteresting, or even interesting reading matter! 

“The public wants its ads short, catchy and to the 
point. They want pictorial copy. They want to see the 
items right before them. They want the whole message 
at a glance. And when they read the text and let their 
eye take in the whole ad, they want to feel that the ad 
means what it says; they want to feel that here is value! 

“In May and June we shall concentrate upon gradua- 
tion and wedding merchandise. Our copy will be such 
as to advise what is good form at functions of this na- 
ture and to stress our unusual selection of such items. 

“Our wedding advertising won’t stop at the close of 
June, however. Last year we did more business in 
August than we. did in June—and June was a real big 
month. The point is that there is no wedding ‘month’ 
any more. Each month is getting to see more and 
more couples getting married. As a matter of fact we 
are ‘on the heels’ of engaged couples all the time that 
we may serve them when they are ready to buy.” 

Said jeweler Number Two: 

“There is no question as to the value of the news- 
paper. Newspaper advertising is a jeweler’s best bet, 
but not for us. We can’t afford newspaper space. The 
newspapers must be used consistently for best effects. 





Speeding Up 
How Five “Live Wire” Jewelers are 


By ROBERT 


This we cannot do. However, our window displays 
offer a good substitute. We feel that our two street 
windows sell more jewelry for us than anything else. 
For a good many years now we’ve made a feature of 
our windows. People have come to expect the unusual 
display at our store and we try hard not to fail them. 

“I would say that an average of 500 people, men and 
women, pass our windows each half hour. Thus we 
can appeal directly to almost 100,000 people each week. 
If our displays are good, if they are catchy, we will 
get the attention of a good portion of this vast army 
that passes by each six days. When considering things 
in this light it is no wonder that we pay particular at- 
tention to the quality of our windows—the plate glass, 
the actual ‘setting,’ the type of merchandise the win- 
dow contains, its arrangement, lighting effects, etc., etc. 
All these are important features and must be taken care 
of 100 per cent before maximum results can be had. 

“The other day I stood, with hat and coat on, in front 
of the windows of my own store. I do this quite often. 
I sort of mingle with the lookers and listen to their 
comments. There’s a reason for this. I get my pub- 
lic’s reaction to what is on display. I get ideas from 
them for future window showings. 

“Displays that carry ideas through the eye to the mind 
of the passerby. The quality of our windows mean a good 
three-quarters of our new business. This year we are 
going to try and make them more attractive than ever.” 

“Last year we sent out a short, interesting telegram 
to every high school and college graduate. Our tele- 
gram didn’t say a word about merchandise. It was 4 
merely a congratulatory message. And it brought us 
a raft of business. Seventy-five per cent of these young 
men and women‘had never bought anything from us 
before. Our telegrams made it possible for us to do 
not only a large immediate business but they also set 
the stage for a goodly percentage of the sales we con- 
summate day after day. 

“We shall repeat our telegram ad- 
vertising this year, in June, and if 
we have one-half the success we had 
last year we shall be satisfied! Each 
year there is a brand new 
crop of jewelry prospects 
and could any occasion be 
more fitting than a gradua- 
tion in getting new business 
and new customers? 

“Our plan of jewelry sell- 
ing is to cater to the youth. 
Get ’em young, treat ’em 
good and you'll be success- 
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Wedding and Graduation Business 


Planning to Cash in on two Seasonable Selling Opportunities 


K. DORAN 





ful. For the young man of today is 
the older and more successful man 
of tomorrow. If $75 is his limit to- 
day for a diamond ring for his girl, 
there is no limit to what he might 
spend tomorrow—10 or 20 or 30 
years hence! 

“Thus we try hard to get as many 
new, young customers each year as is 
possible. Youth is enthusiastic. If 
it likes you, your merchandise and 
your service you can bet your last 
dollar that you’ll get a lot of free 
and wonderful advertising. Young 
folk talk, and good talk never did 
anybody any harm. On the contrary, 
it does us a lot of good. This year, 
as in the past, we shall make a spe- 
cial effort to collar the graduation 
business. We’ll send out our tele- 
gram and then we’ll follow this up 
by a nice letter and a phone call to 
each graduate. We won’t telephone 
all—this would take too long—but 
we'll phone a great many, inviting 
them to visit us and look over our 
large selection of graduation gifts, 
etc.” 

Our fourth jeweler, one of the 
leading lights in an upper New York 
State city, told us something of his 
plans to sell wedding merchandise. 
Said this merchant: 

“Although we make a special ef- 
fort to do all the ‘wedding’ business 
we can throughout the year, during 
May and June we put more vigor 
into our ‘wedding’ merchandising ef- 

forts. We follow 
the engage- 
ments and send 
the girl a nice 
letter, the sort 
of letter that in- 







introduces us to the young lady. 
We also send a letter to the young 
man, who is no _ inconsiderable 
factor in the jewelry merchandising 
scheme. 

“A jewelry store is a man’s store 
as well as a woman’s. As the man 
grows in years so does the size of 
his bank account. The good will ob- 
tained when the man had to count 
and recount his pennies pays ex- 
tremely good dividends later when 
he can spend dollars for jewelry and 
allied merchandise. 

“Our newspaper advertising, di- 
rect mail, window displays and per- 
sonal selling hinge pretty much dur- 
ing spring and summer on the ‘wed- 
ding’ factor. We make it a point to 
let our potential customers know 
what the prospective bride and the 
actual young married woman, and 
the ‘boy friend’ and bridegroom need 


in the jewelry line. We _ stress 
‘class’ and ‘dependability’ in all 
copy, written or verbal. If a person 


has confidence in you and your store 
you are pretty apt to get good steady 
trade from that customer. 

“Carrying the ‘wedding’ motif in 
the windows at intervals throughout 
the summer is something that helps 
center our store in the minds of 
‘wedding conscious’ folk. June is no 
longer the month for brides. People 
are marrying in all months, in all 
seasons and in all kinds of weather. 
Nevertheless, we play up the month 
of June as if it were the month. We 
do this because it makes for more 
profitable merchandising to stress 
particular merchandise at particular 
times. Too, intensive June selling 
paves the way for summer and fall 
business and gives us quite a large, 
new list of accounts each year.” 

The fifth jeweler, owning a little 
shop in a quite small city in north- 
ern Pennsylvania, anticipates in- 
creased summer business. As a mat- 
ter of fact he expects business for 

(Continued on page 83) 
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Jewelry Failures Remain 


About Normal 


ESPITE the hold-back in business which the 
D jewelry trade has felt during the first four 

months of the year, commercial insolvencies 
in the industry have, in no way, been above normal. 
As pointed out by President Wormser of the Na- 
tional Jewelers Board of Trade, in a recent address, 
the total number of insolvencies so far this year as 
reported by his organization is not large in any 
way and will compare favorably with those of many 
preceding years. This is a bright spot in the jewel- 
ry situation that should not be overlooked by the 
pessimists. 

Taking the retail jewelry trade alone, according 
to statistics recently compiled, January showed but 
85 insolvencies, February 39, March 42 and April 
42 as compared with 91, 43, 37 and 44 in the same 
period last year. Among instalment houses there 
were but seven failures reported in January, seven 
in February, six in March and 12 in April as com- 
pared with 11, 7, 5 and 5 in the corresponding 
months of 1929. In other words, the first four 
months of this year showed a total of but 208 regu- 
lar retailers who went to the wall as against 215 
last year, and a total of 32 instalment dealers as 
compared with 28 in the same time last year. 
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We doubt if there were many other industries 
which could make as good a showing in connection 
with commercial mortality during the same period. 
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Scarf Pins and Father’s Day 


N this day of keen competition for the spare 
I margin of the public’s dollar, industries and mer- 
chants alike are on their toes to get the buyer’s 
attention. The live merchant capitalizes every 
popular sentiment and translates it into sales pro- 
motion. Take, for instance, Mother’s Day, just 
passed, (the second Sunday in May) which was first 
observed in Philadelphia in 1908. President Wilson 
set the day aside as a national day of remembrance 
in a proclamation issued May 9, 1914, and it was 
first observed by wearing a white carnation. The 
florists saw an opportunity to capitalize to their 
advantage with the sale of many kinds of flowers. 
Today, candy and greetings and other gifts feel the 
beneficial effects of the sentiment engendered and 
even the telegraph companies translate it into a 
cause for business to themselves. 
The jeweler has done something to capitalize 
Mother’s Day but he is far behind the florist and the 
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candy man in the benefits derived. But Father’s Day 
is coming on June 15 and the candy man and florist 
cannot have the same hold here. Perhaps the wide- 
awake jeweler will be able to compete with the efforts 
of the seller of neckties in fostering the idea of a 
present for father. In fact, he can supplement the 
efforts of the silk tie people by urging his customers 
to “buy a pin for that scarf and put Dad in style.” 


Hitting at Commercial Bribery 


OMMERCIAL bribery accounts for unfair di- 
C version of millions of dollars worth of busi- 
ness each year, according to a statement of the 
Better Business Bureau of New York, which, with 
the Commercial Standards Council and a number 
of cooperative groups in other industries, has vigor- 
ously sponsored what is known as the Hofstadter- 
Moffat Commercial Bribery Bill signed by Governor 
Roosevelt last month which becomes a law and goes 
into effect Sept. 1. 

This new statute (amending Section 439 of the 
New York Penal Code) extends the scope of the old 
commercial bribery law to include almost every form 
of secret commission, gratuity or gift to an agent, 
employee or to another for his benefit. Moreover, it 
will make prosecution and conviction of the crime 
of bribery practicable by pro- 
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The Fight on the Silver Tariff 


HAT the jewelry trade was well organized to 
[meet the legislative attacks, particularly those 

of the Federal Government, was well shown in 
the fight made against the proposed duty of 30 cents 
an ounce which the Senate unfortunately put on 
silver in the last days of its consideration of the 
tariff bill before it was sent to the Conference Com- 
mittee. It is more than probable that had the jewel- 
ers not taken up the fight against this uneconomic 
and up-setting provision, there would have been 
no action against it of sufficient importance to have 
had the Conferees give it any serious consideration. 
But the Jewelers’ Vigilance Committee immediately 
“got on the job” and with the aid of the American 
National Retail Jewelers’ Association (working 
through the State Retail Jewelers’ Associations), 
the Sterling Silversmiths Guild and other bodies, 
had letters and telegrams of protest, together with 
briefs and other memoranda, sent, not only to the 
Conferees, but to all members of Congress, with the 
result that the Conference Committee sent this mat- 
ter to the House for consideration and the House re- 
jected it by an overwhelming majority. 

The jewelers were able to stir up the interest of 
the individual Congressmen in a way that is re- 
markable to say the least, and much credit for the 
victory is due to a number of representatives in the 
lower House who heeded this plea and particularly 
to Representative Martin of the Attleboro district 
of Massachusetts, who worked strenuously to defeat 

this proposed silver tariff in 





viding for immunity toa per- & ~ 


son testifying for the State. 
Thus, one party to the trans- 


the interest of the jewelry 
trade. Representative Martin 





action need no longer hesitate 
to give evidence against the 
other through fear of incrim- 
inating himself. 

It is hoped that now the 
Empire State has a commer- 
cial bribery law “with teeth,” 
that other States will follow 
the example and with the aid 
of this legislation the business 
organizations of the country 
will soon be able to make an 
end of this nefarious practice 
which for years has been de- 
moralizing all business. 
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Two Letters of Thanks 


UNITED HOSPITAL FUND 
New York, May 7, 1930. 

May I express through your columns the 
appreciation of the trustees of the United 
Hospital Fund of New York for the generous 
support given the Fund in its 50th Anniver- 
sary Collection. 

On May 9 we are distributing to our 59 
member hospitals the sum of $765,000 appor- 
tioned on the basis of the free work done in 
their wards and out-patient departments last 
year. I am pleased to report that $5,314 of 
this was distributed by the men engaged in 
the jewelry business. 

I should like to make acknowledgment, also, 
of our indebtedness to Mr. N. J. Stern who 
served as chairman of this group. 

Yours very truly, 
(Signed) HENRY J. FISHER, 
President. 
bd * +. 


Westwood, N. J., May 6, 1930. 

This morning I received the information I 
asked for in “A Talk on Diamonds,” by Frank 
B. Wade in your Sept. 9, 1929 issue of The 
Jewelers’ Circular. 

I am ever so much obliged to you for your 
prompt response to my request 

I feel that this information put to work will 
more than pay for The Jewelers’ Circular as 
long as I have or ever will be able to take it. 
Yours truly, 
(Signed) VICTOR H. POST. 
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has already made a creditable 
record in Congress and has 
ever been alert to look after 
the interests of the jewelry 
trade, not only that part of 
the industry which comes 
within his own district, but 
of the industry as a whole. 
He is to be congratulated upon 
his part in blocking this pro- 
posed legislation and can rest 
assured that the jewelry trade 
appreciates the efforts that 
he put forth in behalf of the 
industry. 
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Make Your Show Window 
Work Hard For You 
Use These Timely Displays 


Jrweers Wrnpe 
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Attractive Gift and Stationery Displays 


































Here the use of a dark green velvet or 
plush curtain is suggested as a background 
for the gift window 


BOVE is a window in which a 
selection of gift items have been 
attractively displayed. 

Gifts in themselves are so attractive, 
decorative and diversified that as a 
general rule they decorate a window , 
without the need of anything much in 
the way of decoration background or 
other window decorative material. It 
is necessary, however, to arrange for 
some decorative atmosphere to carry 
out the idea of the artistic nature of the 
artwares on display. 

About the only logical art treatment 
to use at the present time that will give 
your window an up-to-date atmosphere 
is what is termed “Modern Art.” This 
should be easy because it is so popular 
now that you can get ideas from various 
sources, sometimes from the artwares 
themselves. 

{ 

N the window pictured here we are 
suggesting the use of fixtures made 

in the forms of boxes, platforms and 





steps. The fixtures we show here are 
so practical and can be used for so 
many purposes that we suggest you 
have them made up with the idea of 
using them as permanent fixtures. 

Have them made by a carpenter so 
that they will be well made. An ama- 
teurish job will ruin the appearance of 
the merchandise on display. 

These fixtures are made of a light 
lumber frame covered over with wall- 
board. Have the carpenter take a wood 
carving chisel and cut out incised 
bands in quarter circles, as shown in 
our photograph of the untrimmed win- 
dow. Next paint them over with silver 
paint and paint quarter circle bands of 
color in graded shades of green. This 
will give you an unusually modern fix- 
ture in moderne style. The platform is 
to be painted in a medium dark shade of 
green. 


This window display of fine stationery was 
used in connection with a practical demon- 
stration of how paper is made 
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Tell the World About 

Your Up-to-Date Merchandise 

Through Your Show Window 
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Featuring Silverware for June Brides 


We are suggesting the use of a dark 
green velvet or plush curtain as a back- 
ground. 

You will notice we feature quite a 
number of pieces of silverware that 
are especially appropriate as _ gifts. 
Such items as candle sticks, trays and 
flower dishes. A lamp placed above 
the items on display will throw a pleas- 
ing light over the merchandise. 


HOWN on page 30 is a window dis- 

play of stationery in the Rike- 
Kumler Store, Dayton, Ohio. It serves 
to express how a well-balanced stationery 
display may be achieved. 


HE display pictured below was 
made by Otto Bros., Marietta, Ohio, 
in a contest sponsored by the Marietta 
Ad Club. In judging the windows in 
the contest, 25 points were given for 
balance, 25 points for originality, 25 


The unique pedestals used in this display 
were made of tin 
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Note the modernistic effect of these fixtures. 
Light wooden frames are used. They have 
been covered with painted wall board 


points for seasonal spirit, 15 points for 
color scheme, 15 points for neatness, 
and 5 points for special lighting. The 
perfect score achieved 110 points. 

The unique pedestals used were made 
by a local tinsmith and are of highly 
polished bright tin. At the top of each 
was soldered a piece of soft metal, and 
the board used as a top or shelf was 
nailed to the metal. 

The formal, modernistic “vine” with 
the large flower at the end of each of 
the three strands was made by using 
heavy wire, bronzed. For the flowers 
pieces of bright tin were used and for 
the leaves diamond-shaped pieces, some 
of which were of tin, some of copper. 

The white, central design was in- 
tended to represent an urn from which 
the vine sprang. This urn was cut out 
of wall board. This was painted and 
the poinsettias then done in oil colors 
on it. 
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Waterford & Son— 
Jewelers and Watchmakers 


By HAROLD WHITEHEAD 


EPISODE VI 


most significant to the future development of 

Waterford & Son. Eric had not only prepared 
the analysis of the accounts receivable but he had also 
worked out what he called his “revised profit and loss 
statement for the year 1929.” 

His mother noticed how quiet he was at dinner that 
evening and said half jokingly, “You are very serious 
tonight, Eric, and you aren’t eating your usual dinner. 
What’s the matter? It can’t be business—yet, so I 
suppose you are in love?” 

Paul gave his son an amused glance and in bantering 
tones inquired, “Who’s the girl, Eric? When are you 
going to bring her ’round for us to see?” 

Eric gave a rather forced smile as he answered, 
“Been too busy to bother with girls yet. Got any sug- 
gestions, Mom?” Then he pulled himself together and 
said to his father, “Pop, I’ve got those figures on ac- 
counts receivable ready. Got ’em with me. How about 
going over them after dinner. And .. . and 


i eon Thursday night in late May proved to be 


The Story Thus Far 


Are you following the business adventures of 
Eric in the firm of Waterford & Son? If not, start 
now by reading this synopsis of the preceding 
chapters and then see what you think of Eric’s 
attitude concerning the methods employed by his 
father, as the story develops. The business of 
Waterford & Son is over 60 years old. The present 
head, Paul Waterford, inherited it from his father. 
It is located in Brent, Ohio, a town of 25,000 in- 
habitants. Eric, who has graduated from college 
and has had some experience as a traveling sales- 
man, thinks it has fallen behind the march of 
progress. His father, a conservative, high-princi- 
pled gentleman, treasures the traditions of his craft 
and his fine reputation as a high class jeweler. 
Karl Emden, the old watchmaker, and Elmer Cat- 
ton, the clerk, have been associated with the busi- 
ness for years. Bijah Jones, Paul’s son-in-law, is 
a local plumber and a hard-headed business man. 
Paul, Eric and Bijah confer about the business. 
Eric meets Judith Somes, buyer for the Brent De- 
partment store. In the preceding episode Eric 
presented a map of the business district of Brent 
and hinted at changing the location of the store. 
See what happens in this installment. 
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er .. . I’ve got some other figures I’d like you to 
give the O. O.” 

“As a rule I don’t believe in talking business at night. 
I believe we should keep our minds free from shop the 
minute we turn the key in the door. You and Bijah 
have got me into bad habits the last few weeks, but I’ll 
go over those figures with you, but don’t let’s get into 
the habit of night work.” 

“That’s right, father,” Mrs. Waterford agreed. Then 
to Eric she added, “You ought to be able to do enough 
in the daytime without working at night. When you get 
married—if you ever do—you’ll have to give your wife 
some of your company, and don’t forget it, young 
man.” She kissed her boy affectionately. 

“All right, best of Moms. But we must go into some 
figures tonight. However, I’ll try to improve.” 

“Come along, then.” Paul stood up and led the way 
to his cosy little study upstairs. After he and Eric were 
seated Paul turned to his son and with a smile, said, 
“All ready, my boy. Now tell me what you have on 
your mind and I’Il try to straighten you out.” 

“Look at this, Pop.”’” And the young man passed the 
following figures to his father: 





ACCOUNTS RECEIVABLE AS OF MARCH 1, 1930 
Over 


30 60 90 Ninety 
Total Current Days Old DaysOld Days Old ' Days Old 
$8,160 $1,320 $945 $418 $312 $5,156 





Paul Waterford read and reread the figures slowly 
and painstakingly. He then compared them with some 
he carried in a little red note book. A puzzled frown 
crept between his brows and he tugged at his small 
moustache. 

“The figures seem correct, Eric. But I must admit I 
didn’t think there were so many Christmas bills stil 
unpaid. You are quite sure of your ...er... 
breakdown, I think you call it?” 

“Positive, old timer.” Neither noticed the familiarity 
for the subject engrossed their whole attention. “Not 
only that, but I’ve checked into the credit risk of those 
old ones. I looked them up at the Chamber of Com- 
merce Retail Credit Bureau, and there are such a bunch 
of duds among them. Look here, Pop, as I figure it 
there are $3,800 worth of these bills not worth a tink- 
er’s dam. Why, some of these birds have owed you 
for over a year now. Honest, I’m worried sick about it.” 

Eric saw the tightening of his father’s lips and knew 
that his father was provoked. Yet the young man felt 
sure of his ground and, possessing his full share of 
the Waterford stubbornness, determined to “go to the 
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“It’s this way, Pop,” 
Eric began. He tried 
to keep control of his 
temper, but the pulse 
in his neck throbbed 
violently 


mat on the subject,” as he explained later on to his 
brother-in-law, Bijah Jones. 

“Gee, Pop. I don’t want to worry you, but you want 
me to think for myself, don’t you?” 

“Yes, I suppose so. But I’ll admit I don’t like the 
fault finding. I wish you could see the good things of 
the business for a change.” 

“I’m not trying to find fault, but we can’t afford to 
kid ourselves, as I see it. I guess you’ll get all hot 
and bothered, Pop, but I’ve just got to spill what’s in 
my system. Look here, Pop, here’s the original figures 
you gave me when I came home.” Eric tossed the fol- 
lowing data, carefully typed by Eric on a half sheet 
of paper. 





de) ere ee $47,646.00 


Groas Profit, 41 per cent. ....ccccces 19,534.86 

Total Expense, 24 per cent.......... 11,435.04 
Assets 

Cash on hand and in bank.......... $3,100.00 

Po a a ee rere 26,040.00 

MOCCOGTIS TOCOIVADIO 6 cess cer cveteces 8,160.00 

Pixtures MArked Gown tO... .ccccese 2,600.00 
Liabilities 

BO a $6,300.00 

CUE SHE Rc 6 666 bce ec ewwe ees 8,119.82 

COPTIMERY HOE GHMIEE. occ creck ceccces 33,600.00 





The old jeweler took the paper and read it suspicious- 
ly. Then looking up to his son he queried: “What 
about it? This is correct so far as I can recall it.” 
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“Okeh, Pop. But I figure the business actually lost 
money, or would this year, if we did no better than last 
year.” 

“What absolute nonsense you talk, Eric.” Paul’s face 
flushed with hurt pride. 

“Maybe, but at any rate let me tell you how I figure 
it. Then if I’m wrong you can put me straight.” Eric’s 
lips had tightened to a straight line. His father noticed 
it and knew that sign of stubbornness. 

“Very well, then. You may tell me what is on your 
mind, but make it brief, Eric. Frankly, I’m getting 
tired of this foolish criticism of my ways of doing 
business.” 

“It’s this way, Pop,” Eric began. He tried to keep 
control of his temper, but the pulse in his neck throbbed 
violently. “You certainly are going to charge rent this 
year, we agreed on that. Then there’s the 6 per cent 


«interest on your investment, which, according to your 


own figures, is $33,600. That comes to $2,016. You 
agreed that you must draw a salary, and certainly you 
can’t take out less than $3,500; that’s only $500 more 
than you pay that old crab Karl. I suppose I must get 
enough to live on and I can’t get by on less than $1,500 
—and that’s $1,000 less than I got from the Gottler 
Novelty Co. Add these items up and they come to 
$9,016. The profit last year on your figuring was $8,119 
(Continued on page 82) 
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. DVERTISING 


Dignity, Quality and Vitality—The Three Elements That 


Put Selling Power Into Jewelry Advertisements 


This Is Study No. 5 in Jewelry Advertising. It Deals with the Effect of Advertising on Store 
Goodwill—Specific Specimens Are Analyzed. 


HE four preceding articles of this 

series have dealt with the mechanical 
composition of retail jewelry advertise- 
ments—the points that give the ad atten- 
tion—power and buying action. These 
include size, shape, layout, merchandis- 
ing, copy and typography—physical ele- 
ments. 


Character in Ads 


But an ad to be productive of sales 
volume and goodwill must have more 
than size and shape and include more 
than copy, items and prices. It must 
have character, personality, if it is to 
do all that is necessary to make it a 
paying investment for the store whose 
signature it carries. 

There are two sound reasons for this; 
one an advertising reason, the other a 
merchandising reason. 


First, the ad when it appears in the 
newspaper, or for that matter as a piece 
of direct mail, represents the store. Cus- 
tomers gather their impression of the 
store from the impression the ad carries 
to a large extent at least, if not wholly. 

Second, the impression the ad gives 
is reflected on the merchandise the store 
carries, all its goods and specific lines 
and items. And impressions are worth 
money to the jeweler whether or not his 
store is of popular, medium or class 
appeal, for impressions are what turn 
casual interest into buying interest. 

And what are the elements of an ad- 


By GUY HUBBART 


vertisement that produce impressions? 
‘There are three of them and here are 
the names: 

Dignity—the element in the ad that 
reflects the real nature of a store dealing 
in jewelry; 

Quality—the element in the ad that 
reflects confidence in the goods a jewelry 
store carries and the service it offers; 

Vitality—the element in the ad that 
reflects respect for the values a store 
offers. 


Effect of Character 


When an ad has these elements it sells 
goods and builds prestige or good wil! 
4 to 10 times faster than the ad that 
lacks them. And this applies to jewelry 
stores of all sizes and kinds, not only, 
as might seem, to merely the finer and 
higher class stores. 

The small jeweler whose location is 
not the best, whose financial facilities are 
not the strongest and whose stocks are 
far from full or complete can reap just 
as much benefit in proportion from the 
above elements of character as the finest 
and richest store in town. In fact, rel- 
atively the plainer the store the more 
necessity: for these elements in its adver- 
tising. That much for viewpoint. Now 
some practical points. 4 


Customer Requirements Vary 


The first practical point is this: A 
clientele of class trade has requirements 


for less expensive jewelry and popular 
trade often buys upward out of its buy- 
ing level. Both types of stores carry in 
some sections either lower priced or 
higher priced values respectively. No 
store could prosper with only one class 
of values in stock. The very rich Mrs. 
Brown, who ordinarily buys only the best 
in bracelets, may some day want some 
good bracelets for gifts to young friends 
or relatives but at lower prices. And 
the not so wealthy Mrs. Green, who as 
a rule must restrict her purchases, takes 
a notion to buy above her usual level for 
once. Both can find what is wanted in 
any store. But each is likely to go to 
the store whose advertising has given the 
best impression of values. 

And that is the real purpose of the ads 
—to bring people in with definite ideas 
in mind. 

“Mrs. Plenty of Money” may say “I 
like these little ads. They look like a 
good store. I believe I’ll try it once 
anyway.” Right then the little jeweler, 
on a side street perhaps, gets the chance 
to build up a lasting friendship with a 
customer who spends thousands a year 
on jewelry. And in the same way, the 
finer store, often needing the extra busi- 
ness “Mrs. Not-Much-Money” can occa- 
sionally spend for better class values 
attracts the casua} customer spending 
maybe only $2. But a thousand such 
customers are worth while. 

This is the application: Dignity, Qual- 
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ity and Vitality in jewelry advertise- 
ments are universal characteristics with 
equal appeal to all classes of customers. 

Leave one or more of them out of 
your ad and you reduce the chance by 
just that much of getting all you should 
from whatever selling power the ad may 
have. 

Many a jeweler has lost hundreds of 






THE JEWELERS’ CIRCULAR 


gainy in character or clean cut and in- 
viting. 

The simplest method is to study ways 
to reflect dignity, quality and vitality in 
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Ad No. 1—The three characteris- 

tics—dignity, quality and vitality 

—are about equally distributed 

here physically and in copy treat- 
ment 


sales a year by merely publishing an ad 
that because of cheap bargain appear- 
ance, catch-penny devices and extrav- 
agant statements has weakened the con- 
fidence and respect of a large part of 
his public. On the other hand, many an 
ordinary store has reaped profitable in- 
creases by the mere act of avoiding such 
methods. 

Another point; the effect of one ad in 
which dignity, quality and vitality pre- 
dominate is reflected on the next ad the 
store runs even though the second ad 
may reflect the three qualities only mild- 
ly. People remember good impressions; 
they are less likely to remember poor 
ones. The man who shaves six days a 
week can safely let his beard grow on 
the seventh. His friends remember that 
usually he is well groomed. 


How to Apply Elements 


It is just as easy to write and con- 
struct a good ad as a poor one and there 
is no extra cost. White space costs the 
same whether the ad is shabby and bar- 





Ad No. 2—General physical ele- 

ments have dignity and directly 

express quality. The element of 

vitality is found in the idea ex- 
pressed in copy 


all parts of the ad—in text, in ideas, in 
layout, in type, in captions and in cuts 
or illustrations. But these three ele- 
ments can be utilized in only certain 
parts and still affect the entire ad. (See 
analysis of reproduced ads for varia- 
tions.) 

For example, the element of dignity is 
easiest to apply to physical parts—cuts, 
decorations, layout and type. Quality is 
easiest to put into values represented by 
items featured in space. Pick good goods 
to feature is the idea. Vitality can most 
easily be reflected in text or copy by 
the simple expedient of using good gram- 
mar, simple short sentences and pro- 
ducing sane believable ideas. A sentence 
like this is poor business “Anybody can 
buy a diamond ring of finest quality here 
at lower prices than anywhere else.” 
Poor business because intelligent cus- 
tomers know it isn’t true; poor business 
because unintelligent customers are poor 
trade. ‘‘We carry diamonds within the 
reach of any pocket book” is a better 
way. It has more vitality because each 
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customer can adjust the sense of the 
offer to his pocket book which may be 
$40 or $4,000. 

All the ambitious jeweler has to do 
to convince himself of the relative value 
of ads in which character is present or 
lacking is to put himself in the cus- 
tomer’s place and read 10 or 15 ads of 
both kinds. The effect will be highly 
educational, if the jeweler will keep 
these three things in mind: 

(a) The average customer is a 
keen judge of jewelry values both 
as to quality and money’s worth. 
Misleading advertising or merely 
badly written or cheap looking ad- 
vertising can fool the customer 
only once, because: 

(b) He or she can turn over one 
page of the newspaper and read an 
ad that actually reflects just what 
the poor ad failed to reflect; and 

(c) There are always stores 
whose goods and ads are of equal 
quality and that build confidence 
accordingly. 
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Ad No. 3—Quality and vitality are ex- 
pressed in general treatment of layout 
and text 


Here are four simple ways to put con- 
fidence into jewelry copy: 

(1) Advertise only items that repre- 
sent the best for the money. 

(2) Use only believable arguments; 
the average customer is smart enough 
to detect misleading statements. 

(3) Remember dignity, quality and 
vitality are signs of good jewelry in the 
store or ads. 

(4) Let the cheap-john store cater to 
cheap-john trade by cheap-john adver- 
tising. Don’t lower your standard. 
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New Paris Modes Cause 
Changes in Jewelry 


IGHER waistlines have cast a 
monkey wrench into the ma- 
chinery of fashions in Paris. 
The dozens of costume accessories that 
women used to wear around their 
throats and on their shoulders—flow- 
ers, necklaces and _ brooches,—are 
forced to move below the waistline. 
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High waistlines call for new type jeweled 
pin 


This new plan for costume accessories 
is responsible for many of the new 
fashions of 1930. For example, there 
is the necklace-belt—a girdle that is 
made of jewels; there is the hip-flower 
—a corsage that was last year worn 
on the shoulders; and there is the 
double-size brooch that is always worn 
below the waistline. The new-type 
jeweled pin, that is much larger than 
its last year’s version, is worn by many 
women to conceal any lines about the 
waist and hips that do not correspond 
with the measurements of the perfect 
figure. It gives an accent that de- 
tracts from any too definite marking 
of the natural waistline, according to 


the Paris correspondent of the Na- 
tional Jewelers’ Publicity Association. 
It is often used as a knot for a large 
bow that extends from above the waist 
to below. One of these brooches was 
used on the back of an Ardanse gown 
of yellow chiffon. The brooch re- 
peated the tones of the gown in some 
light topaz stones, combined with 
rhinestones and onyx. 


THICK rope, set with jewels, 

tied in a number of loose knots 
and worn around the base of the 
throat, is one of the newest Paris 
accessories for evening clothes. Made- 
leine Vionnet, the only woman dress- 
maker to be honored by the French 
Government with the award of Cheva- 
lier of the Legion of Honor, is said to 
be responsible for this creation. It 
is seen everywhere in Paris, in every 
variation, and set with almost every 
type of gem, from crystal to diamonds. 
The necklace in its original state, is a 
jeweled rope about a yard long, 
finished at either end with knobs that 
form aclasp. The wearer may put it 
on so that it reaches to the waistline, 
or else may tie in it one, two or three 














A Paris revival of 1830 fashions is seen 
in this necklace 
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Jewel-set ropes make new Paris neck- 
laces 


knots, as she wishes. Knots and bows 
vary according to the wearer, and with 
the frock. With a dress which has 
frills placed noticeably to one side, the 
knots of the necklace are worn at the 
other. Sometimes it is worn plain at 
the front, and tied in a knot at the 
back, with the two ends hanging loose. 


NE more evidence of the Paris 
O revival of 1830 fashions is in 
the new jewelry launched by promi- 
nent designers—light colored stones, 
enameled in bright colors. Immense 
beads of crystal, topaz and quartz are 
used to make long necklaces that are 
enameled in brilliant reds, yellows and 
greens. These bright-colored costume 
accessories are worn by French 
women, with plain black evening 
gowns. The current type of enameled 
jewelry is different from its ancestor 
of a hundred years ago in design only. 
Instead of the flowers and bow-knots 
seen on old-fashioned pieces of jewel- 
ry, the modern versions of these neck- 
laces are enameled in simplified de- 
signs. The first of these new necklaces 
to make its bow to Paris is shown with 
a Molyneux gown of dull black crépe, 
in sheath silhouette. The necklace 
itself is formed of cloudy crystal 
beads, flanked by rondels of rhine- 
stones, alternating with cubes of clear 
rock crystal with their edges enameled 
with narrow strips of black. The 
severe lines of the entire costume are 
maintained in the deep, V-shaped 
décolletage, filled with black tulle. 
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London Court Season Opens at Buckingham 





Latest Jewelry Creations Will Be Worn by Debutantes—Diamond Industry Complimented at 
Belgian Centenary of Independence—Diamond Control in South Africa 


LONDON, May 1.—With the opening of 
the international period of grand opera 
at Covent Garden this week the new 
London season definitely commences. 
During May the Buckingham Palace 
Courts will be held the first two being 
scheduled for the 14 and 15 with a third 
and a fourth on the 27 and 28. The 
fifth court will be held at the end of the 
season. Debutantes are now busy plan- 
ning their gowns and jewelry and court 
jewelry houses are busy. 

* * * 


Over in Belgium the Centenary of 
Independence celebrations has. officially 
commenced. At Antwerp the Interna- 
tional, Colonial and Flemish art exhibi- 
tion is pronounced open by King Albert 
who attended the inauguration with 
members of the royal family. Some 2500 
guests were present. King Albert 
thanked the 23 nations participating in 
the exhibition. This remains open until 
November. Around 150,000 season tickets 
have so far been sold for the exhibition. 
At the evening banquet given by the 
Communal Administration of Antwerp a 
compliment was paid the diamond indus- 
try of the country. Practically every 
woman present (and some 1200 invita- 
tions were issued) was wearing fine dia- 
monds in some form or other. . The cele- 
brations of Belgium’s 100 years of free- 
dom are apparently going to be a huge 
success. The exhibition at the diamond 
market city will prove a magnet for thou- 
sands of foreign visitors this summer. 

* *” * 


It is learned here that in line with 
the strengthened policy of diamond con- 
trol in production and marketing the 
number of workers at some of the South 
African mines is being reduced. At the 
Jagersfontein (Orange Free State) mine 
nearly 2000 natives are being dismissed 
as well as 130 whites. This reduction 


in employe strength is probably of a 
temporary nature and destined as a 
check on any tendency toward over- 


production. 
* * x 


A number of costly Easter eggs were 
sold by jewelers during Easter week. 
One wealthy purchaser bought an egg in 
which reposed a $50,000 pearl necklace. 
The Daily Mail ventures a guess that 
this was the costliest egg retailed in Lon- 
don this season. The purchaser, the 
newspaper says, was inspired in his gift 
purchase by the story of Napoleon III 
who in 1868 presented his Empress, 
Eugenie, with an egg the shell of which 
was of pure gold, her name being in- 
scribed on it in letters of tiny diamonds. 
The “yolk” was a pearl necklace, valued 
at that period at $100,000. 


* * * 


The position of the gold mining indus- 
try in contrast to the position of many 
industries of the world was stressed by 
John Martin, retiring president of the 
Transvaal Chamber of Mines, at the an- 
nual meeting of the Chamber the other 
day. While the world in general is fight- 
ing a wave of economic depression and 
being forced into measures of produc- 
tion control and restriction the gold min- 
ing industry, said Mr. Martin, is in the 
enviable position of being anxious to 
employ more workers rather than reduce 
their present numbers. He does not, he 
said, know of any industry in the world 








at the present time that by reason of its 
circumstances and value to the State and 
its potential capacity for still further 
expansion has a better case for consider- 
ation and encouragement than the gold 
mining industry of the Transvaal. The 
world production of gold is not increas- 
ing. All it asks, said Martin, is greater 
freedom for making the most of its op- 
portunities. Last year’s production of 
Transvaal gold was the greatest on 
record—$221,000,000 in value. The Wit- 
watersrand yield, valued at $211,500,000, 
was more than $1,500,000 above the fig- 
ures for the previous year. 


* * * 


The newest thing in European en- 
semble jewelry fashions carried out in 
collaboration with the dressmakers is the 
parure of belt and shoulder ornaments. 
Flexible chains of stones fastened to 
shaped pieces which hold the draperies 
are fashioned in marcasite, diamonds, 
and pearls. The belt buckle, eyelet holes 
and sheath are composed of similar pre- 
cious stones and material. 


* * * 


The Bailey, Banks & Biddle Co., Phil- 
adelphia, Pa., is exhibiting this week 
in the main foyer and silver salon of 
their establishment a coilection of an- 
tique English silver, heirlooms of British 
royalty, dating from 1669 to 1830. In- 
cluded in the exhibit are representative 
pieces of the best periods in English 
silversmithing made by such masters as 
Paul Lamerie, Paul Storr, Robert Hen- 
nel, James Smith, Thomas Chawner, 
John Crouch, Matthew Boulton, Ebenezer 
Coker, William Bateman and many other 
celebrated makers. Represented in the 
display are old Georgian tea and coffee 
sets, cake baskets, urns, salt cellars, 
plates, candlesticks, platters, entree 
dishes, sauce boats, etc. The exhibition 
terminates Saturday. 
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Improper Use of Words “Manufac- 
turers” or “Factory” in Advertising 
Discontinued by Certain Watch 
Importers 


WASHINGTON, D. C., May 12.—Im- 
proper use of the words “manufacturers” 
or “factory” in advertising will be dis- 
continued by copartners engaged in the 
importation of watch movements and in 
the sale and distribution of watches, ac- 
cording to a stipulation between the com- 





pany and the Federal Trade Commission 
according to announcement just made 
public. 

The respondents agreed to discontinue 
the use in advertising of these words in 
any way that would imply that the com- 
pany owns, operates or controls a factory 
for the manufacture of its products. 

As is usual in stipulations the Com- 
mission has not made public the name ot 
the firm but the stipulation itself is as 
follows: 

“Respondents, copartners, engaged in 
the importation of watch movements and 
in the sale and distribution of watches 
in inteystate commerce, and in competi- 
tion with other partnerships, individ- 
uals, firms and corporations likewise en- 
gaged, entered into the following stipu- 
lation as to the facts and agreements to 
cease and desist forever from the alleged 
unfair methods of competition as set 
forth therein. 

“Respondents, in soliciting the sale of 
and selling their products in interstate 
commerce, agreed to cease and desist for- 
ever from the use in advertising matter, 
of whatsoever character, circulated and 
distributed in interstate commerce, of the 
words ‘manufacturers’ or ‘factory,’ 
either independently or in connection 01 
conjunction with any other word or 
words, so as to import or imply that the 
said respondents either own, operate or 
control, a factory for the manufacture 
or fabrication of the products sold by 
them in interstate commerce; and from 
the use of the word ‘manufacturers’ or 
‘factory’ in any other way which may 
have the capacity and tendency to con- 
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fuse, mislead or deceive, the purchasing 
public into the belief that respondents 
either own, operate or control a factory 
wherein are made or fabricated the pro- 
ducts which they sell and distribute in 
interstate commerce.” 

* * * 


Support for Trade Practice 
Conference Movement 


WASHINGTON, D. C., May 12.—Strong 
support was given the trade practice 
conference movement by more than 125 
secretaries, elected officials, and other 
representatives of industries which have 
adopted such agreements, meeting here 
at the Chamber of Commerce of the 
United States last week. A series of 
resolutions was adopted advocating con- 
tinuation of the conferences and recom- 
mending specific steps regarding the 
amendment of trade practice rules. The 
conclusions embodied in these resolutions 
were: 

That the Federal Trade Commission 
be urged to continue the genera! policy 
developed by it during the past ten years 
with respect to the holding of trade 
practice conferences and the approval of 
trade practice rules. 

That before any existing or future 
trade practice conference rule is amend- 
ed, reclassified or withdrawn by the 
Commission, that advance notice of 30 
days be given to the industry affected 
with opportunity to be heard. 

That a standing committee of 15 be 
appointed to issue a call for a meeting of 
representatives of industries having 
trade practice agreements whenever such 
a meeting may be deemed desirable. 

That any misuse of trade conference 
procedure or any application of trade 
practice rules in violation of any’ anti- 
trust laws be condemned. 


* * * 


House Bill Proposes Embargo Upon 
Silver 


WASHINGTON, D. C., May 12.—Repre- 
sentative Arentz of Nevada who made a 
desperate effort in the House to have 
that body retain the 30 cent per ounce 
tariff duty on silver has just introduced 
a bill “to place an embargo on silver.” 
The bill has been referred to the House 
Committee on Ways and Means. 

The bill provides “that from and after 
the passage of this Act, silver from any 
foreign country shall not be entitled to 
entry at any of the ports of the United 
States, and the importation thereof, into 


By L. M. Lamm, Washington, D. C., Correspondent 





the United States is hereby prohibited; 
Provided, however,’ that silver-bearing 
ores, mattes, base bullion, silver dross, 
reclaimed silver, scrap silver and al! 
alloys or combinations of silver imported 
into the United States for the purpose of 
processing, refining or minting for ex- 
port to a foreign country and not for use, 
sale, or disposition within the United 
States or any of its possessions, may be 
imported for such purposes upon the ex- 
ecution of a bond given in double the 





amount of the estimated value upon 
silver contents so imported, conditioned 
that such silver contents will not be used, 
sold or otherwise disposed of in the 
United States. 

“The Secretary of the Treasury is 
hereby authorized and empowered, and it 
shall be his duty, to make the necessary 
orders and regulations to carry this law 
into effect or to suspend the same as 
herein provided and to send copies there- 
of to the proper officers of the United 
States and to such officers and agents in 
foreign countries as he shall judge neces- 
sary.” 

a * * 
Retail Credit Survey Praised 


WASHINGTON, D. C., May 12.—“For a 
great many years I have been associated 
with retail credit,” said the president of 
the National Retail Credit Association 
after examining the national retail credit 
survey of the Department of Commerce. 
“and never in my entire experience have 
I had the pleasure of looking over such 
valuable, specific information. It will 
undoubtedly prove of great assistance 
to the retail merchants, and in my opin- 
ion is the first complete work of its kind 
ever attempted or achieved. The govern- 
ment is to be complimented on its splen- 
did cooperation.” 








Crashing a brick through the window 
of the Minke & Mawer jewelry store, 406 
Adams St., Toledo, Ohio, a thief recent- 
ly scooped up jewelry valued at $100 and 
escaped before anyone arrived on the 
scene. 
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Conditions in the Antwerp Diamond Industry 





Business Not Active, But Steps to Limit Production Believed to Have Greatly Aided in Strength- 


ANTWERP, May 1.—Conditions in the 
diamond market remain quiet and have 
for a month or more. The number of 
foreign buyers have been relatively less 
than usual, owing to the general situ- 
ation throughout Europe and particular- 
ly to the fact that the American Diamond 
Tariff is not yet settled. No one from 
the United States seems to want to buy 
until they know positively that the reduc- 
tion in duty will go into effect. It looks 
as if it will now, and we are expecting a 
tremendous call from the “States” as 
soon as the President signs the Tariff 
Bill, if it contains the clause on diamonds 
as accepted by the Conference Com- 
mittee. 

As far as the goods in demand last 
month, there seemed to be a preference 
for the cheaper lines of mélée, particu- 
larly among the buyers for England, 
France and Spain. India called for good 
color mélée, and the finer grades, from 
two grainers down, were called for by 
the American buyers. 

The tendency of the manufacturers in 
curtailing production is strengthening 
the market greatly. There is no surplus 
of cut goods on hand and this is par- 
ticularly true of the finer qualities asked 
for by American buyers, there being few 
if any large sized stores of fine goods 
obtainable and practically no small goods 
in any amount. 

The action of the Antwerp cutters in 
meeting the situation by cutting the pro- 
duction of polished goods in half has 
been well described by Isidore Lipschutz, 
president of the Syndicat De L’Industrie 
Diamantaire, in the current issue of the 
official periodical The Belgian Diamond 
Industry, in which he says in part: 

“At the extraordinary meeting of our 
members on April 2, it was decided, 
practically unanimously, to limit the pro- 
duction of polished goods to 50 per cent 
until further notice, that is to say until 
the International Commission should de- 
cide that the demand has improved, so 
that normal production may be resumed. 

“All factories in Belgium will, there- 
fore, be closed for two weeks every month 
and the Federation of Diamond Bourses 
will see to it, in common agreement with 
our master’s organization, that this re- 
gulation of production shall be strictly 
earried out in this country. 

“The organizations of Amsterdam 
have, likewise, decided to reduce produc- 
tion there by one-half and, starting from 
April 14, work three days a week only. 

“In Paris and in the Jura, also, they 
will only work but three days a week. 

“Provided that this condition will be 
continued for a sufficiently long period. 
we expect the best results from these 
measures of limitation of production. By 
this reduction of working hours, wages 
will be brought to a normal standard; 


ening the Market 


polished goods will not flood the market; 
active competition, consequent upon the 
reduction in purchasing, will diminish, 
as well as the burden weighing upon 
prices and wages. 

“Tt is, according to these ideas, that the 
big producers of rough have worked for 
so long. They arrange their production 
according to the world’s needs and the 
Rough Syndicate in London regulates the 
sales of these rough diamonds according 
to the demand. 

“The Rough Syndicate has written us 
the following, concerning our decision to 
adopt again limitation of production: 

“We note the steps you have 
taken to reduce the production of 
cut stones, and trust that they will 
have the desired effect. We, on 
our part, will protect the trade by 
not offering rough to an unwilling 
market, and feel confident that the 
conclusions reached by the Dia- 
mond Conference recently held in 

Cape Town between the Govern- 

ment and the producers, will, in 

due course, restore confidence.” 


“We said, in our last report, that a 
conference between the rough diamond 
producers had taken place in South 
Africa and we have heard, with the 
greatest satisfaction, that this confer- 
ence had led to a general agreement: 
The South African Government, as well 
as the mines will supply rough accord- 
ing to agreed proportions; the quantity 
to be supplied by each shall be deter- 
mined every six months, according to the 
world’s demand. The South African fac- 
tories shall be supplied with diamonds 
belonging to the Government, but the 
prices for such diamonds shall be fixed 
by the Rough Syndicate. 

“The healthy lines upon which this 
convention is established, gives us cause 
for great satisfaction, because we are all 
interested in the regulation and stabiliza- 
tion of prices. . 

“We can, likewise, conclude, from this 
convention, that the South African Gov- 
ernment has, at last, seen that its 


thoughtless policy of supplying the local 
factories with goods at more advanta- 
geous prices could only have a disastrous 
effect upon itself, as well as upon the 


” 


whole diamond industry. . . 





The Future of the Diamond Industry 


OME interesting facts about the con- 

ditions underlying the diamond indus- 
try were brought out in the course of a 
report by Walter McDermott, chairman 
of the Consolidated Mines Selection Co., 
Ltd., during the 34th ordinary general 
meeting of the shareholders which was 
held April 15 at River Plate House, Fins- 
bury Circus, London. Mr. McDermott 
spoke of the situation both in regard to 
copper and diamonds. As to the latter, 
he said: 

“In considering the outlook over the 
current year it is desirable to bear in 
mind certain broad facts affecting the 
diamond and copper interests. The fu- 
ture of the diamond industry is a matter 
of the highest importance to our com- 
pany in any attempt to describe our fu- 
ture prospects; but its singular character 
and peculiar conditions of existence make 
prophecy difficult and undesirable. 

“The demand for diamonds is world- 
wide, although it is in great part a 
luxury trade that supports it. The raw 
material, the rough stones, are only sal- 
able to those who control the highly 
skilled craft of cutting and setting. To 
purchase the product of the mines, to 
hold large stocks through times of de- 
pression and to reach the buyers for the 
trade has required a separate organiza- 
tion with large capital, and this is known 
as the Diamond Syndicate. That Syn- 
dicate has, in effect, stabilized the indus- 
try for about 38 years, and neither the 
successful mining nor the vast machinery 
for preparing and retailing the output 
would have been possible without the 
Syndicate. 

“As regards the ultimate buyers of the 
finished cut stones, there are, of course, 
variations in the demand from different 
countries, due to local conditions and to 
alternations of periods of prosperity and 
depression, but over the whole world 
and long periods of time a remarkable 
stability has been established. For ex- 
ample, America is a large consumer, and 
in times like the recent financial crisis a 
marked falling off is evident in the de- 
mand. It may, however, be mentioned 
here that there has never been an actual 
stoppage of purchases from across the 
Atlantic, although just now there is a 
very great uncertainty introduced by 
speculation about the expected new tariff. 

“A very important element in the 
whole industry is the financial interest of 
the South African Government in the re- 
sults of mining and in the success of 
marketing the stones, and I am able to 
say that relations of producers, buyers, 
and the Government are of the most 
friendly nature. The rumors that a re- 
cent conference between the parties had 
failed to agree were never justified by 
the facts.” 
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Final Sessions of Wisconsin Jewelers Silver 
Anniversary, at Wausau 





Officers Reelected and Excellent Addresses and Discussions Enjoyed at Important Meeting— 


WAUSAU, WIs., May 8.—One result of 
the Silver Anniversary convention of the 
Wisconsin Retail Jewelers Association 
which closed here last night, was a deci- 
sion to play a little at the convention 
next year. There were several invita- 
tions for 1931 but only two received 
serious consideration, Delevan and Mil- 
waukee. The opportunity to play at 
Delevan was a great influence in giving 
Delevan the decision. There will be a 
three day convention instead of two and 
the third day will be given to enjoying 
the $1,000,000 playground just finished 
at Delevan. The entire hotel and amuse- 
ment facilities of this place will be given 
over exclusively to the jewelers on those 
days. 

By a unanimous vote all the officers 
were reelected and by ballot the follow- 
ing were elected as directors and four 
of these are reelections: W. H. Upmeyer. 
Milwaukee; Len M. Nelson, Madison; 
J. F. Konrad, Oshkosh; Oran Liljqvist, 
Wausau and Otto Fisher, Appleton. The 
officers who have so successfully guided 
the destinies of the association for the 
past few years and were reelected yester- 
day are, President, A. C. Hentschel, Mil- 
waukee; Vice-president, Tom J. Dale, 
Kenosha; Treasurer, Henry F. Stecher; 
Secretary, A. W. Anderson, Neenah. 

Interest in the convention was main- 
tained throughout every session, there 
being more than 75 retail jewelers pre- 
sent in the closing hour when resolutions 
were being considered and officers elected 
and 200 members and guests attended 
the banquet last night. 

Wednesday’s sessions were even more 
interesting than those of Tuesday which 
were briefly reported by telegraph in last 
week’s issue of THE JEWELERS’ CIRCULAR. 
The convention opened Wednesday morn- 
ing with a bang. H. R. Doering, Exten- 
sion Division of the University of Wis- 
consin, spoke on “This Changing Retail 
World” and from then on there was not 
an uninteresting moment. The talks 
were all followed by discussions from the 
floor and much valuable and helpful in- 
formation was brought out. 

Mr. Doering traced the changes in re- 
tail distribution for the past 30 years 
and pointed out how the independent 
retailer has survived every threatening 
condition including the advent of depart- 
ment stores, mail order houses and house 
to house convassers and predicted that if 
they adopted modern methods in store 
fronts, store arrangements, training sales 
people in courtesy and service, the indi- 
pendent store will not only survive the 
chain store but emerge in better condi- 
tion than ever. 





Banquet on Last Evening 


State Senator Otto Mueller, a retaii 
jeweler for many years in Wausau, then 
told the jewelers about how business is 
treated by the legislature. The questior 
of sales tax looms in Wisconsin and the 
speaker urged the jewelers to be pre- 





A. C. HENTSCHEL, REELECTED 
PRESIDENT 


pared with reasons why it should not be 
adopted when the time comes. He also 
advised against any effort to evade chain 
store competition by legislation. Mr. 
Mueller discussed the amended optometry 
bill that failed at the last session. 
He gave his reasons for opposing the bill. 
He thought it would work a hardship on 
people of small means or those located in 
isolated regions where there is no op- 
tometrist or occulist located. 

Mr. Mueller’s objections were very 
effectively answered by A. A. Lueck, 
Antigo, who was formerly a member of 
the State Board of Optometry and pre- 
sented evidence in the form of glasses 
which have been purchased without ex- 
amination and pointed out that in many 
cases more money is expended in ar 
effort to get satisfaction and great harm 
is done to eyes. He urged the jewelers 
to support the bill which will again be 
presented to the legislature. 

In the afternoon R. E. Ellinwood, also 
from the Extension Division of the Uni- 
versity of Wisconsin spoke on the sub- 
ject “Shall Main Street Be Chain 
Street?” Mr. Ellinwood’s talk was most 
forceful and direct. He held no brief for 
the chain stores, neither did he oppose 





them. He pointed out the results of 
careful survey and left his listeners to 
draw their own conclusions. These con- 
clusions must have been that too many 
retailers are looking for an easy way to 
success, while today the road is harder 
than ever, and in the final analysis it 
will, as always, be the survival of the 
fittest. 

Talks were then given by a number of 
those present including Gustave Keller, 
Appleton, Claud Wheeler, Chicago, and 
Wm. Cooper, Minneapolis. 

The report of the resolutions commit- 
tee was adopted with slight changes. 

A. C. Hentschel, president and Gus- 
tave Keller were selected as delegates to 
the national convention at New York in 
September with Len Nelson alternate. 
While these are the official delegates, it 
developed that Wisconsin will be largely 
represented at the national convention. 

Before adjournment of the convention, 
the following telegram was ordered sent 
to Conrad J. Brotherly, past president of 
the A. N. R. J. A., thanking him for his 
past services. 

A most enjoyable evening was spent 
at the banquet. Excellent music and 
entertainment were furnished. A featur2 
of the evening was the showing of pic- 
tures of previous conventions, including 
the first, 1906. Lantern slides of about 
20 of the 25 conventions had been pre- 
pared for the occasion. Another inter- 
esting exhibit was a large black velvet 
pad on which the badge of each of the 
25 conventions was pinned. After the 
banquet and entertainment, dancing was 
enjoyed until a late hour. 








Committee in Charge of Virginia- 
Carolinas Convention at Greens- 
boro, N. C. 


GREENSBORO, N. C., May 12.—Jewelers 
of Virginia and the Carolinas are still 
discussing the joint convention held here 
on April 28 and 29 and commenting upon 
the excellent features of this gathering. 
The previous report published in THE 
JEWELERS’ CIRCULAR about this meeting, 
omitted to give the names of the com- 
mittees in charge. They were as fol- 
lows: 

Entertainment committee: Harold A. 
Schiffman, chairman; C. F. Neese, B. G. 
Saslow, Ned Cohen, R. C. Bernau. 

Reception committee: R. C. Bernau, 
chairman; Ned Cohen, B. G. Saslow. 

Ladies auxiliary committee: Mrs. S. 
Schiffman, chairman; Mrs. R. C. Bernau, 
Mrs. H. A. Schiffman, Mrs. B. G. Saslow, 
Mrs. Ned Cohen, Mrs. W. G. Frasier. 
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Perfectly cut and engraved, these exquisite 
novelties are made from the finest quality Rock 
Crystal. When mounted attractively, they form 
an article of personal adornment instantly ap- 
pealing to women of good taste. 


Available to manufacturers only. We will gladly 
send you a list of manufacturers who are already 
using M. & M. SUN-RAY Crystals in fine jewelry. 
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$2,000,000,000 Spent in 1929 Moved 
$40,000,000,000 Worth of 


Merchandise 





Paul Donelan, Advertising Manager of the Gorham Co., Says 
That “Doing Business Without Advertising Is Like 
Winking at a Girl in the Dark’ 


NE of the most interesting addresse. 

at the convention of Virginia-Carc- 
linas Convention held April 28 and 29 at 
Greensboro, N. C., was the one delivere’ 
by Paul Donelan, advertising manage: 
for the Gorham Co. 

He stated that $2,000,000,000, was 
spent in 1929 for advertising and it 
moved $40,000,000,000 worth of mer- 
chandise. In the same year $89,000,000,- 
000 was the total income and jewelers 
did not get their proportionate share. 
In 1929 $900,000,000 was spent in news- 
papers for advertising, 53 per cent of 
which was retail advertising. 

Retailers, he said, should be careful 
to pick the best days in week for adver- 
tising, best locations and keep a rigid 
budget, compiling their budget by last 
year’s gross, from two to seven per cent 
being justifiable. New ventures should 
not be too expectant of big and imme- 
diate results. They should set figure of 
about one-half of what their enthusiasm 
might suggest, he declared. 

He highly recommended direct-by-mail 
advertising and cited actual cases of its 
profitable use. “You should endeavor to 
make a real customer rather than a sale. 
There is a gold mine in old ledgers where 
the former customers have drifted away 
Doing business without advertising is 
like winking to a girl in the dark—you 
know what you are doing but no one else 
does. Neighborhood and National adver- 
tising are one and the same thing in 
principle. One simply takes a narrower 
view while the other extends into greater 
area,” he declared. Mr. Donelan recom- 
mended reading a book entitled “Small 
Store Advertising” by E. D. Borden and 
also the Retail Ledger, Advertising Age 
and Printers Ink. 

Without advertising, said the speaker, 
a familiar name can be forgotten and 
a new one hidden forever. Copy should 
not be written to please the boss as the 
advertising man’s ability should be re- 
spected. If he cannot produce, he should 
be replaced. Unless he can have full 
freedom he is a waste of money. If the 
headline in an advertisement is poor, the 
copy will not be read. The attention and 
interest value in all ads is of major im- 
portance. 

He recommended Tuesday, Friday and 
Sunday as best days for advertising in 
local newspapers and also recommended 
the use of “Shopping News” and Roto- 
gravure sections of newspapers. 

Many dealers, he said, are overlook- 
ing the free dealer helps available from 


the finest and most well known manu- 
facturers. “Spending money to make 
money is the primer of every big suc- 
cess. The market for jewelers’ merchan- 
dise does not exist—it must be created. 
Human beings never act unless the act 
is preceded by a suggestion and this 
suggestion may come from what they 
read or what they see and hear take 
place. Retailers who put a constant 
touch of individualism in each message 
are bound to see returns and immediate 
business as a result. They should con- 
sider advertising as investing money 
rather than spending money. The win- 
dow and counter displays should be tied 
up directly with the advertisement ap- 
pearing and the entire sales force always 
enlightened as to what is taking place. 
The constant use of advertisements wili 
benefit the institution as a whole and 
serve to sell the store rather than the 
immediate merchandise. Merchandise to 
bring a profit should be exploited and not 
the low price goods which should sell 
themselves,” he said. 








Program for Silver Anniversary Con- 
vention of the Pennsylvania Retail 
Jewelers’ Association 


PHILADELPHIA, May 14.—Retail jewel- 
ers throughout Pennsylvania look for- 
ward to the best annual convention of 
the Pennsylvania Retail Jewelers’ Asso- 
ciation in many years to be held May 19 
and 20 at York, Pa. Persistent effort by 
Fred H. Cooper and members of the ex- 
ecutive committee indicates a successful 
second year of this administration. Daily 
assurances from members throughout the 
State forecast an unusually large attend- 
ance. Reports from Pittsburgh insure a 
large delegation from this city. 

The convention marks the silver anni- 
versary of the organization. Arrange- 
ments have been made for a special silver 
exhibit by York jewelers who have asked 
their patrons to loan their old Colonia! 
silver, of which there are many fine ex- 
amples in the city and county. A prize 
will be offered for the oldest specimen of 
fine silverware. 

With interest in the convention now 
keen, the York city and county jewelers 
have formed the York Jewelers’ Guild 
and promise to be an important adjunct 
to the state association. 

Fred H. Cooper, president of the P. R. 
J. A., has completed a program of busi- 





PAUL DONELAN, WHO ADDRESSED THE 

JEWELERS OF VIRGINIA AND THE 

CAROLINAS AT THEIR RECENT CON- 
VENTION 


ness and entertainment of unusual inter- 
est. The program is as follows: 


Monday, May 19 
(Eastern standard time) 


9.00 a. m., registration of members. 

Address of welcome by Jacob E 
Weaver, Mayor of York. 

Response by Fred H. Cooper, president. 

Minutes. Secretary’s report. Trea- 
surer’s report. 

Address—H. C. Dunn, U. S. Depart- 
ment of Commerce, “Charting Business 
Seas.” 

Association luncheon, Hotel York- 
towne. Entertainment by Reading Jewel- 
ers’ Guild. 


MONDAY AFTERNOON 


Sterling silver show, ballroom. 

Address, “History of Sterling Silver,” 
Fred H. Cooper, president P. R. J. A. 

Special feature. 

Tuesday, May 20 

Address, Philip P. Gott, Chamber of 
Commerce of the U. S., “Trade Associa- 
tion Activities.” 

Address, John D. Enright, Philadel- 
phia, “Cash or Credit.” 

Association luncheon. 


TUESDAY AFTERNOON 


Address, William G. Frazier, presi- 
dent A. N. R. J. A. 

Association banquet. 
Frederick McGill, London. 

Informal dance. 


Speakers, Sir 








The Biwon Products Corp., 660 Gerrans 
building, Main St., Buffalo, is a new 
corporation and is the outgrowth of the 
General Display Co., manufacturer of 
the Cigtop lighter who were located at 
993 Main St., Buffalo. David Goldberg 
is the moving spirit but several well 
known Buffalo jewelry men are inter- 
ested in the venture. They make a kind 
of topper and cigarlighter in one. 





48 THE JEWELERS’ CIRCULAR May 15, 1930 























\ A BIRTHSTONE has a BIRTHDAY 
: *“DIRIGEM” is a Year Old 


. Throughout the country, the sales of Dirigem keep climbing daily. 

For the rich green coloring—the remarkable brilliance-—the 
" unusual hardness of Dirigem, have strong consumer appeal and 
furnish dealers with worthwhile profits . . . This season, 
Dirigem is even more suitable for countless settings to 
enhance the new styles in modish apparel. 


S. NATHAN & CO. 


INCORPORATED 












71-73 Nascau Street 
NEW YORK 


If you have not already re- 
ceived the new color booklet 
of “Tru-Stone” Synthetics, 
write your wholesaler for a 
copy or we will be pleased 
to send you one direct. 


*Dirigem is the “Tru-Stone 
Birthstone” for May. Ask 
your wholesaler to show 
you jewelry that carries the 
Dirigem tag. 
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DESIRABLE SPACE FOR RENT 


Very desirable location ready for 
immediate occupancy, may be had now in 


THE JEWELERS’ BUILDING s 714 WEST 46th STREET 


IN THE HEART OF THE UPTOWN NEW YORK JEWELRY CENTER 
Small or large units with full North Daylight 


For particulars apply to: 


SIGLEY REALTY COMPANY 


35 West 47th Street New York, N. Y. 
Telephone Bryant 6506 











The BUYERS’ DIRECTORY 


Price One Dollar 
The Jewelers Publishing Corp., 239 W. 39th St., New York 
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The Time Guarantee on Watch Cases and Con- 


ditions Which Make Its Return Desirable 


Address Given by Alexander Vincent, Secretary of the National Watch Case Manufacturers’ 
Association, Before the Annual Convention of the Maryland, Delaware, District of 
Columbia Jewelers’ Association, May 12 


S you no doubt know, there has been 
put before the Federal Trade Com- 
mission a proposal to reestablish the 
system of stamping time guarantees in 
watch cases. It will probably seem 
strange at first blush that an Associ- 
ation, which in a large measure paved 
the way for the elimination of thi: 
particular type of marking or merchan- 
dising, should at this stage of the game 
reverse its position. Unquestionably, 
taken in the abstract, the system of guar- 
anteeing merchandise for a given period 
of years is not without its abuses. This 
certainly has been the experience of not 
a few industries and certainly within the 
watch case industry, these abuses were 
sufficiently prevalent to cause us to take 
steps before the proper governmentai 
authorities to seek to eliminate the prac- 
tice. 

When we come to discuss the reestab- 
lishment of the system of time-guarantee 
marking, I believe it is of prime impor- 
tance to carefully distinguish between a 
system of indiscriminate  time-guar- 
antees, such as prevailed before steps 
were taken for their complete elimina- 
tion, and a system of what we might 
term standardized time-guarantees, such 
as is proposed in the present brief as 
filed with the Federal Trade Commis- 
sion. By far, the major abuses which 
attached to the system of time-guaran- 
tees could be traced directly to the fact 
that they were limited in no way what- 
soever; thus you found manufacturers 
guaranteeing merchandise for all sorts, 
of both reasonable and unreasonable 
periods. Of more grave concern, how- 
ever, we found long-time guarantees 
being stamped in merchandise of de- 
cidedly shoddy worth. It was not at al! 
uncommon to assay watch cases of this 
period stamped with the very impressive 
mark ‘14k. Gold Fi'led—guaranteed 25 
years” and to find the case in question 
containing as little as three or four cents 
worth of gold. Unquestionably here was 
an abuse, and that it was recognized as 
an abuse, is testified by the fact that 
steps were taken to eliminate the prac- 
tice. 

Under a system of standardized guar- 
antees, such as is proposed, it would be 
permissible to use guarantees for vary- 
ing periods of years only providing that 
the merchandise in question contained a 
certain minimum quantity of gold con- 
tent. I believe this distinction between 
indiscriminate guarantees and standard- 
ized guarantees is of prime importance, 
and one which, if rightly understood, 


will cause us to recognize that with the 
new proposal approved there could be 
little, if any, likelihood of the old grave 
abuses returning with them. 

In taking steps to eliminate the old 
practice some seven years ago, the theory 
of those responsible, was this: that it 
might be possible to establish a single 
standard marking for all watch cases 





ALEXANDER VINCENT, SECRETARY OF 
THE NATIONAL WATCHCASE MANUFAC- 
TURERS’ ASSOCIATION 


made of a composition of gold and base 
metal. The theory was that a mark or 
stamp “gold filled’ could be restrictea 
cefinitely to a line of cases which meas- 
ured up to certain minimum specifica- 
tions, and then through publicity and 
general educational. work, the public at 
large could be made to recognize that 
single mark as designating the merchan- 
cise bearing it as of highest quality... . 
It was the theory of those who sponsored 
the move to eliminate time-guarantees 
from watch cases, that the world’s “gold 
fl'ed” could in time be esta) ished in 
the public mind on a similar plane of 
econeral public acceptance, as designat- 
irg the highest quality of cases below 
coil gold. 

In actual practice, however, we found 
that the move to establish a single stand- 
erd for this line of cases was met by 
those manufacturers who sought to evade 
the resvonsibility of the regulations by 
the establishment of a practice of in- 
troducing all sorts of additional marks, 
stamps ard other descriptive designa- 


tions. Thus the approval of those first 
regulations some seven years ago was 
the signal to usher in groups of cases 
stamped in all sorts and manner of new 
ways. We found the “14k. rolled gold 
plate” case, “the 18k. R. G. P.,” the “19k. 
rolled gold,” the “20k. rolled gold plate” 
case; we found the use of words indicat- 
ing unending service, like Everwear, 
Everbright, “Gold Stratum,” and so on 
without ending. Clearly then, with this 
multiplicity of markings, we will recog- 
nize the impossibility of successfully es- 
tablishing a public acceptance for any 
one of them, no matter how that one 
might be technically protected through 
governmental regulation. 

If we search back then through the 
records we will find that insofar as the 
public has attempted to distinguish be- 
tween different grades of watch cases, 
they have done so invariably through 
the expedient of time guarantees. I may 
tell a customer at my counter, that “here 
is a case marked 14k. gold filled, here, 
on the other hand, is a case marked 14k. 
rolled gold plate.” The distinction be- 
tween the two products, clear enough to 
the jeweler himself, is utterly without 
meaning to the consumer; on. the other 
hand, I might, with respect to those same 
products say, “here is a case warranted 
or guaranteed for 25 years, here is a 
case guaranteed for 10 years,” and I 
have used a system of description or 
marking which is definitely clear to the 
consumer, I have used his own language 
and without going into any of the con- 
fusing technicalities, I have given him a 
basis on which he can judge for himself 
the respective merits of the two products. 

From what I have said then, I believe 
it will be clear that the reason why our 
industry has appeared before the Federai 
Trade Commission with the proposal to 
establish a system of standardized guar- 
antees, can be found in the experiences 
which we have met with during the past 
seven years during which we operated 
without the guarantee system of mark- 
ing. True enough, as I have said, the 
old system of time-guarantees did have 
attached to it certain abuses, the past 
seven years, on the other hand, has 
brought into existence a whole flock of 
new abuses which far outweigh in their 
underlying importance to the jewelry in- 
dustry as a whole, the evils that we knew 
before. 

For your information, the standards 
that have been proposed in the brief as 
filed with the Federal Trade Commission, 
are as follows: When approved, they 
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will permit the stamping of a 25-year 
guarantee only in cases which measure 
up to a standard of four-thousandths of 
an inch of gold on the outer surface and 
one one-thousandth of an inch of gold 
on the inner surface; they will permit a 
“20-year guarantee” only when the case 
so stamped contains a layer of gold of 
three thousandths of an inch of gold 
on the outer surface and one one-thou- 
sandth on the inner surface; they will 
permit finally a “guarantee of 10 years” 
only in cases which contain a minimum 
of one and one-half thousandths of gold 
on the outer surface. Any case contain- 
ing a less gold content than the minimum 
established for the 10-year cases pro- 
posed, will not be entitled to bear the 
stamp “gold” or a karat mark. Of equal 
importance, the brief as proposed, pro- 
vides that all base metal cases shall be 
stamped with the words “base metal” or 
“nickel.” 

The jewelry industry, and particularly 
the retail jewelers, should be the very 
first to take adequate steps to prevent 
a further debasement of their standards. 
Chromium plate has already played wild 
havoc among you, I know. Let the trend 
of the past seven years continue, and ii 
will not be long before the precious metal 
cases in your stocks will be the rare bird 
and the exception. The jewelry 
store should be kept exclusively for the 
distribution of merchandise of at least 
some precious metal content. 

Let the present system of marking 
continue and your final result must in- 
evitably be to eliminate from the 
thoughts of the consumer entirely the 
disposition or the habit of inquiring any 
word at all regarding the quality of the 
case. On the contrary, replace the cur- 
rent system, with a system of standard- 
ized time-guarantees and the quality of 
the case again becomes a pertinent fact 
in the sale of every ‘watch. 








$2,000,000 Gem Display for Pageant 
of California Convention 


Los ANGELES, May 10.—Checking up 
the returns from jewelers of California, 
Arizona, New Mexico, Texas and Nevada, 
Secretary E. R. Allen of the California 
Gold and Silversmiths Association told 
a JEWELERS’ CIRCULAR reporter, that 
91 cities and towns would be repre- 
sented by jewelers who have signed reser- 
vation cards for the California Gold and 
Silversmiths 1930 convention. Of these, 
80 were in California, and 11 divided 
among the other states. Mr. Allen ex- 
pects that several other cities will be 
heard from before the reservation cards 
are withdrawn, which will be Monday 
afternoon, May 12, the date of the open- 
ing of the State convention of the asso- 
ciation. The cards are not limited to 
members but any retail jeweler of the 
entire United States is welcome to par- 
ticipate in the convention, Trade show 
and Pageant of Jewels, to be held simul- 
taneously May 12 to 14. 

It is expected and hoped that J. Her- 
bert Hall, of Pasadena will be returned 
as president of the association, but as 
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Mr. Hall’s time is limited, his acceptance 
is doubtful. 

The Pageant of Jewels probably wil! 
be the most gorgeous and extensive dis- 
play ever attempted on the Pacific Coast, 
and many believe it will eclipse anything 
ever seen in the United States. Miss 





MISS PEGGY HAMILTON, 
AUTHORITY, WHO DIRECTED THE 
PAGEANT OF JEWELS 


FASHION 


Peggy Hamilton, a noted fashion author- 
ity and stylist on the proper jewels to be 
worn with a particular costume, is stag- 
ing the Pageant and will wear jewels 
valued at $1,500,000. It is estimated that 
the movie stars who will attend will 
wear gems valued at $3,500,000. 

George C. Brock, son of George A. 
Brock, of the well known house of Brock 
& Co., W. Seventh St., is now on his way 
back to Los Angeles from New York, 
bringing with him jewels and settings 
valued at $2,000,000. He will arrive here 
Sunday evening. 





SUCCESS ASSURED BY BIG REGISTRATION 


Los ANGELES, May 12.—The great con- 
vention is opened under most favorable 
auspices and the first day’s registration 
figures are given at 800 and 700 more 
are expected. It is believed now that 
the Pageant of Jewels, tomorrow, which 
is open to the public, will draw thou- 
sands and thousands of Angelinos. The 
exhibits of more than 50 manufacturers 
and wholesalers have surprised and de- 
lighted the jewelers here. 
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Metal Finding Manufacturers Asso- 
ciation Elects Officers 


PROVIDENCE, R. I., May 8.—At the an- 
nual meeting of the Metal Finding Man- 
ufacturers Association, held at the Nar- 
ragansett Hotel, yesterday, the follow- 
ing officers were elected to serve for the 
ensuing year: President, Frank E. Far- 
num; vice-president, Ralph Gregory; 
secretary, Edgar E. Baker; treasurer, 
W. G. Lind. 


The members enjoyed a luncheon in 
one of the private dining rooms, and 
after the luncheon the meeting was 
called to order by the President, Frank 
E. Farnum. Following the reading of 
the minutes and the report of the nomi- 
nating committee, the officers nominated 
were unanimously elected. Reference 
was made to the services which Harold 
Barker had rendered to the association 
in his capacity as secretary during the 
past year and a vote of thanks in ap- 
preciation was extended to him. 

Mr. Farnum expressed his appreciation 
to his fellow officers, the several com- 
mittees and the individual members for 
their assistance and loyal support 
throughout the past year. 


Other matters of importance to the 
association were discussed and the meet- 
ing adjourned, until the next regular 
meeting in June. 








Connecticut Jewelers to Meet at 
New Haven, May 22 


NEW HAVEN, CONN., May 12.—Con- 
necticut Retail Jewelers Association will 
hold their annual convention at the Hotel 
Taft here Thursday, May 22. 


President Samuel A. Kirby has ar- 
ranged an educational entertainment 
program which should attract every re- 
tail jeweler in Connecticut to the con- 
vention. 

Among the speakers will be: Prof. 
H. B. Hastings of the Department of 
Economics, Yale University; Charles E. 
Smith, vice president of the New York, 
New Haven and Hartford Railroad, 
Vice President Edwin F. Lilley of the 
A. N. R. J. A.; Prof. John Tracy of 
Yale University and a certified public 
accountant who will discuss “Simplified 
Accounting for Retail Jewelers.” 


The entertainment features will in- 
clude a visit to various buildings on the 
Yale campus and the convention ban- 
quet to be held Thursday evening, at 
which the entertainment will be fur- 
nished by six Yale University students. 

President Kirby urges every jeweler in 
Connecticut to attend, whether he is a 
member or not. 








The Hartwell Jewelry Co., 132-134 W. 
Main St., Oklahoma City, Okla., was 
recently robbed by a thief who threw a 
brick through the show window and 
escaped with three watches and two 
necklaces. 








52 





THE JEWELERS’ CIRCULAR May 15, 1930 












HOTEL SERVICE BE DIFFERENT? 












YE Sa 
i 
a | 


£m Ft 








...just register once at 
THE NEW YORKER 
you will see 


7 Manhattan prepared to take The New Yorker 
as “just another hotel” and was amazed to find 
something decidedly different! 


For here is not just the largest hotel in the world’s 
largest city...here is a new and quite novel idea in hotel 
, management...extremely hard to describe, because it is 
built around that indefinable thing called “service.” 


Amidst the cordial, comfortable atmosphere ...a 
friendly hospitality, refreshingly old-fashioned in spirit, 
strikingly modern in manner...The New Yorker idea of 
“individualized service” is creating a new and pleasant 





phase in contemporary hotel living. 
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(Exclusive Victor Record Artists) . . . floor secretaries . . . lo- 
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direct tunnel connection to Pennsylvania Station ... B. & O. 
Motor Coach connection .. . rates $3.50 a day and up. 85 % of the 
rooms are $5 or less. Suites $11 a day and up. 
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Convention of Horological Institute of America 


Interesting and Instructive Addresses and Committee Reports Heard at Meeting in Washington, 


D. C.— Officers Elected and Banquet Enjoyed 


WASHINGTON, D. C., May 13.—“If the 
horologically minded men of this country 
will rise to the dignity of their profes- 
sion achieving through study, practica! 
application and research a higher de- 
gree of proficiency in the science of time 
measuring instruments, the public wil! 
become impressed and have confidence 
in the trade and especially in those estab- 
lishments where the certified watchmaker 
handles their work,’ Edward H. Huf- 
nagel, president of the Horological Insti- 
tute of America told the annual con- 
vention held in this city on Monday at 
the Academy of Science. 

“Through publicity we have become 
better known to the jewelry trade and 
the watch repair men throughout the 
country,” he continued, “in fact through- 
out the world and inquiries are coming 
to us from Canada, Africa, and the 
Orient where copies of trade journals 
have carried our message.” 

“Let me say right here that the co- 
operation of seven leading trade journals 
has made it possible to achieve this re- 
sult. Our publicity has stimulated in- 
terest in certification and the number of 
men becoming junior and certified watch 
makers is constantly increasing. Dur- 
ing the first four months of this yea1 
we received more applications for certi- 
fication than during nine months in 
1929.” 

Mr. Hufnagel was reelected president 
for the ensuing year. Other officers re- 
elected include: William Ramsay, first 
vice-president; L. M. Cobb, second vice- 
president; Paul Moore, secretary; and 
John J. Bowman, treasurer. In addition 
to the officers elected the executive com- 
mittee includes; Edwin F. Lilley, Charles 
F. Miller, W. C. Moore and T. Edgar 
Willson, editor of THE JEWELERS CIRCU- 
LAR. The eight members of the advisory 
council elected at the conference include; 
Fred T. Haschka, Paul Moore, Walter 
Lugrin, William Ramsay, W. C. Moore, 
William Samelius, and L. A. Staib and 
T. Edgar Willson. 

Paul Moore, secretary in his annual 
report stated that “while we have gone 
slightly ahead in certification numbers, 
our gain in memberships has not been 
at all adequate to the efforts put forth. 
We have made large gains in publicity.” 

President Hufnagel presented to the 
Institute a gold Verge watch made in 
London by Charles Cabrier in 1690. Mr. 
Hufnagel also announced the presenta- 
tion to the Institute by the Hamilton 
Watch Co. of a replica of the famous 
Sundial Gun made by Rosseau of Paris 
in the 17th century. 

Mr. Lilley, chairman of the member- 
ship committee reported that the renew- 
als of membership receipts increased 20 
per cent during the year. One of the 
things that aided this, it was reported, 


was a reprinted editorial from THE 
JEWELERS’ CIRCULAR which the secretary 
sent out to the membership and which 
was credited with having very materially 
aided these renewals. 

William Ramsay of the certification 
committee reported that “the certification 
work shows progress, even though it is 
not as great as we might wish. During 
the year ended May 1, 89 applications 
have been received, for the junior ex- 
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amination and 61 for the certified watch- 
makers certificates have been granted. 
This brings the total to date 1153 junior 
applications, 971 passed, and 504 certi- 
fied applications, 392 passed. The bal- 
ance have either dropped out or have not 
yet finished the examination.” 

The committee recommended’ two 
changes for certification to become effec- 
tive July 1. They were accepted. It 
suggested additional supervisors be ap- 
pointed. There should be a supervisor 
for each State and two or three in 
Canada, as several applications have 
been received from our northern neigh- 
bors.” 

John J. Bowman, chairman of the edu- 
cational committee, read a lengthy re- 
port in which he dwelt on the matter of 
employment placement for watchmakers 
in the retail jewelry trade. 

The two principal addresses made at 
the convention were by Dr. Paul R. 


Heyl, physicist of the Bureau of Stan- 
dards, and R. E. Gould, chief of the Time 
Section of the same Bureau. 

Dr. Heyl who talked on “Measuring 
the Earth’s Attraction,” is the inventor 
with Dr. L. J. Briggs, of the earth in- 
duction compass. 


He told the meeting 


about his present work in the measure- 
ment of gravity. He stated that he is 
now working with the Short Clock. 

“There is now in progress at the 
Bureau of Standards,” said Dr. Heyl, “a 
measurement of the earth’s gravitation 
in connection with the map work of the 
Coast Survey. Determinations of gravity 
are made throughout the United States 
on a comparative or relative basis, with 
reference to a base station, where the 
value of gravity should be known to as 
high an accuracy as possible. While it 
is a comparatively simple matter to com- 
pare different values of gravity with one 
another it is quite another thing to de- 
termine the absolute value of gravity at 
the base station.” 

Mr. Gould talking on “Standard Time 
Zones,” said that “the United States al- 
though using the system since 1894, did 
not legalize it until March 19, 1918, 
when Congress directed the Interstate 
Commerce Commission to establish limits 
for the various time zones of this coun- 
try. Changes in these boundaries have 
been made from time to time, in order 
that the time changes may occur at such 
points as to result in a minimum of in- 
convenience. . . .” 

He called attention to the fact that 
“the spread of radio and other means of 
rapid communication makes evident the 
importance of the International Time 
Zone System.” 

Mr. Gould said that “the need of a 
uniform time began to be felt in the 
United States about 1870, and the rail- 
roads gradually adopted a system for 
use on their roads specifying definite 
important centers or junction points at 
which changes of one hour should be 
made. As means of communication still 
further developed, it became apparent 
that some system of international time 
must be established.” It was from this 
beginning he said that the standard time 
zones were finally adopted. 

Ludwig Staib, of Baltimore suggestea 
a vote of thanks to the seven leading 
trade journals who have devoted so much 
space to the work of the Institute which 
was adopted and the secretary was in- 
structed to write each journal. 

A film on “Time” made by the Elgin 
National Watch Co. was shown at the 
conference. 

The convention closed with a dinner 
at the Powhattan Hotel. 

Sunday evening the officers and ad- 
visory committee met at the Powhattan 
Hotel in conference with the examining 
committee and Mr. Grould of the Bureau 
of Standards. Mr. Ramsay presided and 
called attention to the need of stiffening 
up the qualifications for junior and cer- 
tified watchmakers. After a discussion 
it was agreed to amend the rules to meet 
these conditions. 
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Florida Retail Jewelers’ Convention 
Set for June 25-26 at St. Augustine 


TAMPA, FuiAa., May 11.—The officers 
and directors of the Florida Retail Jewel- 
ers Association held their annual meet- 
ing at St. Augustine on May 5 where 
plans were completed for the State con- 
vention to be held June 25 and 26 at that 
city. 

Charles Turtle of St. Augustine was 
named chairman of the program com- 
mittee. Hotel Bennett will be conven- 
tion headquarters. The opening session 
of the meeting is set for 9.30 o’clock 
Wednesday morning, June 25. President 
Earl Middleton will preside at the busi- 
ness sessions. A program of business 
topics vital to all retail jewelers has 
been arranged for and the list of speak- 
ers will be announced soon. Indications 
are that the attendance will be large 
with many representative wholesale 
and manufacturing jewelry firms exhibit- 
ing. 

A program of entertainment both for 
the men as well as the ladies will be 
provided. Principal among the sports 
will be beach and golf contests. The 
convention will close with a banquet and 
dance held at the Ocean Pavillion Thurs- 
day night. 

Those attending the directors’ meeting 
were Earl Middleton, Miami; Sterling 
Smith, Jacksonville; Reade Tilley, Clear- 
water; Charles Turtle, St. Augustine; 
William Kohlhousen, Fort Louderdale; 
Frank Phinney, St. Augustine, and 
Alvin Magnon, Tampa. 








Brooklyn Retail Jewelers Association 
Holds Annual Get-Together 


Members of the Brooklyn Retail 
Jewelers Association met last Sunday 
evening for their annual get-tcgether, 
celebrating this event in the form of a 
testimonial dinner tendered by the asso- 
ciation to William Wagner, of the Key- 
stone Publishing Co., and Charles T. 
Evans, secretary of the American Na- 
tional Retail Jewelers Association. 

About 75 jewelers and their wives 
were present at the affair, which was 
held at Joe’s Restaurant, 8 Nevins St., 
Brooklyn, and the executive board of the 
New York Retail Jewelers Association of 
New York was also well represented. 
Following the dinner, Phineas Peters, 
president of the Brooklyn Association, 
with a few appropriate words, in behalf 
of that body, presented Mr. Wagner with 
a watch as a token of appreciation. Mr. 
Evans was the recipient of a desk set. 
Sol Reichgott, president of the metro- 
politan association, followed this with 
the. gift of a solid gold watch chain to 
Mr. Wagner and a solid silver mounted 
desk blotter to Mr. Evans from the or- 
ganization of which he was a represen- 
tative. 

A. Landau, president of the Bronx as- 
sociation, was called upon to say a few 
words, after which David Greenberg, 
counsel for the Executive Board, spoke 
briefly. 

Harry Brown, chairman of the com- 


THE JEWELERS’ CIRCULAR 


mittee managing the affair, was given a 
vote of thanks and the evening was then 
given over to card playing. 








Tennessee Convention 





Members of State Association Meet at 
Chattanooga—Details of First 
Day’s Session 


CHATTANOOGA, TENN., May 14.—A res- 
olution recommending the passage of 
the Capper-Kelly Bill was passed by 
delegates attending the 16th annual con- 
vention of the Tennessee Retail Jewelers’ 
Association assembled in the Hotel Pat- 
ten yesterday. Opposition was also 
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voiced, and a formal protest made 
against the Westclox Co.’s two year 
guarantee. This practice was said to be 
unfair to the retail jeweler and decision 
was made to join with other State as- 
sociations and seek the aid of the Na- 
tional association in an effort to have 
this guarantee in its present form re- 
moved. 

Both of these resolutions not only 
gained the support of the convention 
body, with some 75 delegates from all 
of the large towns and cities in attend- 
ance, but the jewelers pledged their 
best efforts toward carrying out the in- 
tent of the documents individually. 

Part of the sessions yesterday were 
devoted to a discussion of stock records 
which was led by O. K. Le Bron, pres- 
ident of Edwards & Le Bron, this city. 

H. G. Matthews, regional vice-presi- 
dent of the American National Retail 
Jewelers’ Association, Asheville, N. C., 
addressed the convention, reciting activi- 
ties conducted during the last 12 months 
to protect the jewelers’ interest. He 
mentioned specifically the fight made to 
pass the Capper-Kelly bill and diamond 
tariff. 

Mr. Matthews urged the delegates to 
use the National Jewelers Mutual Fire 
Insurance Co. in placing their policies 
and through the dividends paid secure 
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the money with which to pay State and 
National annual dues. 

The resolutions committee appointed 
by President Ira T. Templeton yesterday 
includes C. C. Breese, Franklin; A. H. 
Ruth, Shelbyville; M. Goodman, Memphis 
and T. H. McClure, Chattanooga. 

The chief business to come before the 
convention today is an address by S. H. 
Cayce of the George T. Brodnax Co., 
Memphis, on the jewelry business. Elec- 
tion of delegates to the national con- 
vention, selection of the next conven- 
tion city and election of officers will fol- 
low the address. 

Entertainment features consist of a 
banquet and dance held in the Read 
House last night, a luncheon at Cavern 
Castle and a trip through Lookout Moun- 
tain Cave this afternoon. 








Gift and Art Shows 


Schedule for Coming Events of Interest 
to Jewelers 





The gift shows which are held each 
year in various sections of the country 
will soon be starting for the 1930 season 
and jewelers will be interested in the fact 
that the dates for many of these exhibits 
have already been set. 

George F. Little, 220 Fifth Ave., New 
York, who is well known in the gift trade 
and has been associated with the man- 
agement of gift shows for several years, 
will have supervision of the following: 

Chicago Lamp Show, Palmer House, 
Chicago, July 7-18. 

Eastern Manufacturers and Importers 
Exhibit, Palmer House, Chicago, July 21- 
Aug. 1. 

New York Art-in-Trade Show, Hotel 
New Yorker, New York city, Aug. 18-29. 

Associated Eastern Exhibition, Statler 
Hotel, Boston, Mass., Sept. 8-12. 

The National Gift and Art Association, 
Drexel building, Philadelphia, Pa., an- 
nounces its annual exhibitions to be held 
as follows: 

At the Hotel Pennsylvania, New York, 
Aug. 18-22. 

The Philadelphia show at the Hotel 
Adelphi during the week of Aug. 25-29. 

The National New England Fall Show 
to be held Sept. 8-12 at the Copley Plaza 
Hotel, Boston, Mass. 

In these shows new departures in 
decorative art and gift creations will be 
featured by many leading importers and 
manufacturers. 

The Chicago Gift Show will hold its 
ninth annual exhibition at the Stevens 
Hotel, Aug. 4-9. This has been growing 
more popular each year. 

The Southern Gift and Art Show will 
be held in Atlanta, Ga., the week of July 
14, at the Atlanta Biltmore Hotel, where 
two floors have been reserved for the 
purpose. Harold R. Millard is president 
and Eugene A. Putscher vice-president. 
The secretary is Stanley M. Getz, 6733 
N. Broad St., Philadelphia. 

The Gift and Art Show will be held at 
the Palace Hotel, San Francisco, Cal.. 

July 7-12 inclusive. 
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Maryland;:Delaware and D. of C. Jewelers Meet 


Sixteenth Annual Convention at Baltimore, May 11, 12 and 13 a Big Success—Officers Reelected, 
Interesting Discussion Developed and Banquet Enjoyed 


BALTIMORE, MD., May 13.—Bringing to 
a close one of the most successful meet- 
ing ever held by the organization, the 
16th annual convention of the Maryland, 
Delaware ‘and District of Columbia 
Jewelers’ Association today adjourned 
to meet next year in Wilmington, Del. 
So efficiently and faithfully did the offi- 
cers guide the association during the year 
that the delegates to the convention re- 
elected all officers. 

The officers for the coming year as 
reelected are Arthur J. Sundlun, of 
Washington, president; Robert W. Little, 
Cumberland, first vice-president; Ernest 
D. Sturmer, Easton, Md., second vice- 
president; Elwood A. Davis, Wilmington, 
Del., secretary, and Edward H. Mealy, 
Baltimore, treasurer. 

As a closing fillip to the convention 
600 delegates to the convention and Bal- 
timore jewelers made a trip down the 
historic Chesapeake Bay on the steamer 
Latrobe as the guests of the City of 
Baltimore. Delegates to the convention 
paid special compliments to C. Howard 
Milliken, general chairman of the conven- 
tion committee, Gideon N. Stieff, chair- 
man of the banquet committee, Jacob 
Engel, Jay G. Engel and Leon J. Engel. 


Sunday 


Jewelers from the counties of Mary- 
land, the District of Columbia, Wilming- 
ton and the three counties of Delaware, 
arrived today and went to convention 
headquarters in the Lord Baltimore 
Hotel to be registered by the registration 
committee, of which Leon J. Engel was 
chairman. The ladies were received by 
Mrs. Frank Schofield and members of 
her committee. 

Sunday night an instructive illustrated 
lecture was given by Dr. Joseph T. 
Singewald, geologist of Johns Hopkins 
University. His subject was “The Dia- 
mond and Gold Mines of South Africa.” 
Dr. Singewald spent more than a year 
in Africa. He told of his 9200 mile trip 
in Africa, illustrating his talk with lan- 
tern slides. 

Monday 


The convention was called to order at 
10 a. m., by John H. Fetting, president 
of the Jewelers’ Association of Baltimore. 
Officers of the tri-State organization 
present included Arthur J. Sundlun, 
president; Robert W. Little, first vice- 
president; E. D. Sturmer, second vice- 
president; Elwood A. Davis, secretary, 
and Edward H. Mealy, treasurer. 

Mr. Fetting in a short address wel- 
comed the visitors to Baltimore. He 
then called President Sundlun to the 
chair to preside and to introduce H. C. 
Dunn, chief of the Domestic Commerce 
Division of the United States Depart- 
ment of Commerce. Before Mr. Dunn 





spoke, however, Mr. Sundlun read a 
message from Bartley J. Doyle on “Or- 
ganization and Problems of the Jewelry 
Industry.” 

Mr. Dunn, who for years has been 
making a scientific study of the trend of 
jewelry buying and merchandising, made 
a special plea to the jewelers to recog- 
nize the modern trend of merchandising, 
distribution and cost angles. In a vivid 
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manner he related changes which have 
taken place in merchandising within the 
past 10 years, predicting greater changes 
within the next decade. 

In part, Mr. Dunn impressed the con- 
vention when he said: “The day is past 
when jewelers must carry great stocks 
and try to sell what they would like to 
sell the public. Modern merchandising 
calls for selling to the public exactly 
what the public wants. Dormant stocks 
will not bring profits to jewelers. The 
art of transacting business in these days 
is reduced to a scientific understanding 
of the trend of buying, backed by sound 
business judgment. 

“In recent surveys made by the De- 
partment of Commerce we found that 
hardware stores sold jewelry and cigars 
as well as plumbing supplies and 38 
other commodities. The scientific study 
of merchandising by the Government has 
unearthed the fallacy that volume and 
profit always go hand in hand.” 

At the luncheon which followed the 
morning session, Theodore R. McKeldin, 
secretary to Mayor William F. Broening, 
addressed the jewelers. 


MONDAY AFTERNOON 


At the afternoon session addresses 
were made by R. F. Branch, of Chicago, 
and by James R. Hewitt, of Baltimore. 


Mr. Branch spoke on the “Old and New 
in Jewelry Merchandising,” and Mr. 
Hewitt’s subject was “Credit and Mer- 
chandising.” A general business meet- 
ing with questions and discussion fol- 
lowed. 


The Banquet on Monday Night 


The banquet held Monday night and 
attended by more than 600 members of 
the association was said to be the most 
successful in the history of the organ- 
ization. It was a genuine Maryland ban- 
quet where hospitality reigned supreme. 
Governor Albert C. Ritchie, of Maryland; 
Mayor William F. Broening, of Balti- 
more, and Frederic William Wile, fa- 
mous Washington newspaper. corre- 
spondent, recently back in America from 
the London naval conference, were the 
chief speakers. Addresses were also 
made by C. Howard Milliken, Arthur J. 
Sundlun and David C. Winebrenner. 

J. Thomas Lyons, one of Maryland’s 
wittiest toastmasters, presided. The 
banquet began at 7 p. m. and continued 
until 11 after which there was dancing 
until early Tuesday ‘morning. 

Both Governor Ritchie and Mayor 
Broening spoke in a happy frame of 
mind. Mr. Sundlun delivered a business 
address in which he attacked the slogan 
“Gifts That Last” as unmeaning and 
not expressive of the jewelry trade. Mr. 
Sundlun’s talk was roundly applauded, 
especially when he declared that a new 
slogan bringing out the individuality of 
jewelry should be adopted in a country- 
wide campaign. 

The hundreds of ladies present at the 
banquet were referred to by Mayor 
Broening as the “jewels” of the conven- 
tion. Governor Ritchie upheld the ideals 
of the Maryland Free State and told 
the jewelers and their guests that in 
colonial times Delaware and the District 
of Columbia were a part of Maryland. 
Gideon N. Stieff, chairman of the ban- 
quet committee, was congratulated on 
the success of the affair. 

During the course of the banquet a 
resolution of regards and appreciation 
was voted unanimously for Millard F. 
Davis, of Wilmington, Del., one of Amer- 
ica’s oldest jewelers. Mr. Davis was 
unable to attend the banquet. 

At the closing session Tuesday morn- 
ing Gustav H. Niemeyer, vice-president 
of the Jewelers’ Security Alliance, spoke 
on “The Criminal and the Jeweler.” Mr. 
Niemeyer declared that the Federal gov- 
ernment unwittingly became a “fence” 
for the disposal of precious metals 
Jewelry thieves, according to Mr. Nie- 
meyer, melt gold, silver and platinum 
jewelry they steal and eventually the 
metal reaches the Government assay 
offices where full market value is paid 
for the metal. 
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Michigan Convention Opens at Grand Rapids 





First Two Days of Silver Anniversary Conclave Followed by Annual Banquet—President Frasier 


of A.N. R. J. A. Discusses Trade Problems—Committees Named 


GRAND Rapips, MIcH., May 13.—Two 
days of the Silver Anniversary conven- 
tion of the Michigan Retail Jewelers As- 
sociation closed here tonight with the 
annual banquet and dance, and the pro- 
gram of tomorrow promises to be instruc- 
tive and interesting, to say nothing of 
the Wolverine Club Whoopee party at 
night, which is always the climax of 
a Michigan convention. 

A few delegates arrived on Sunday 
put the majority came in yesterday and 
a few more today. Many others are ex- 
pected tomorrow for the final sessions. 


Monday 


Monday morning was given over to 
registration and renewing acquaintances. 
Upon registration visitors were pre- 
sented with a badge, tickets for lunch- 
eons, theater party and the banquet and 
also a coin of appropriate design issued 
by the association to commemorate their 
silver anniversary. 

The convention opened formally at 2 
o’clock, Monday afternoon, with Presi- 
dent Roy Taft presiding. After a few 
remarks he asked Max Jennings, one of 
the organizers of the Michigan associa- 
tion and the A.N.R.J.A. and past presi- 
dent of both to make a few remarks. Mr. 
Jennings recalled some of the difficulties 
encountered in the early days of the or- 
ganization and told of his continued in- 
terest in the work over a period of 30 
years. He related many of the incidents 
of the famous 1906 convention at Roches- 
ter when A.N.R.J.A. came into existence. 

The address of welcome was then given 
by George W. Welsh, city manager of 
Grand Rapids. Mr. Welsh not only gave 
a hearty welcome but discussed organiza- 
tions and their necessity to business. He 
said it was to be regretted that one of 
the greatest reasons for business organ- 
ization today is to protect industries 
from unwise legislation. 

President Taft then introduced Presi- 
dent William G. Frasier of the A. N. 
R. J. A., and expressed their pleasure 
in‘ having the president of this organ- 
ization with them for the first time since 
the National convention was held in De- 
troit, in 1910. 

President Frasier expressed his pleas- 
ure in being present and spoke at length 
concerning problems and conditions in 
the trade. He expressed regret that 
many retail jewelers do not avail them- 
selves of the opportunity to get infor- 
mation from the office of the A. N. R. 
J. A. and from business publications in 
the trade that will make them better 
jewelry merchants and are content to 
place a sign over the door, “John Doe, 
The Leading Jeweler,” without any other 
evidence of the fact either outside or 
inside the store. 

The speaker then recounted the activi- 


ties of the national organization, told of 
accomplishments and measures which are 
being supported by the National associ- 
ation, including the Capper-Kelly Bill, 
reduction of duty on diamonds, opposi- 
tion to silver duty of 30 cents an ounce, 
stamping acts, the Publicity Association, 
and every measure calculated to benefit 
the industry. He told the delegates that 
the National stands ready to assist them 
in any matter threatening the jewelers 
of a State or community. He told of the 
close cooperation of the officers of A. 
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N. R. J. A. with officers in all other or- 
ganizations of the industry, how the in- 
dications all point to improvement in 
conditions and_ relationship of all 
branches of the jewelry business. In 
closing he spoke of the survey to be made 


in the industry under the supervision of, 


the National Department of Commerce 
and of the advantage the results of this 
will be to the jewelry industry. 

The last speaker of the evening was 
Gen. John H. Schouten, president of the 
American National Bank, and the Grand 
Rapids Association of Commerce. General 
Schouten spoke on the relationship of the 
banker and the retail merchant. He said 
the retailer would have no complaint 
about the banker if he kept his business 
in proper condition and could present an 
intelligent statement of his _ business 
affairs when called upon to do so. He 
took a lesson from the Battle of Bull Run 
and applied it to business and urged the 
retailer to know the strength and nature 
of competition, know his own strength 
and opportunity and where to shoot, not 
just in the general direction of where 
the enemy seems. to be. 

Before adjournment President Taft 


announced the following committees: 

Nominating—Henry Williams, South 
Haven; James Garlick, Detroit; C. Le- 
roy, Kalamazoo. 

Auditing—William M. Johnson, Grand 
Rapids; Albert Nieboer, Grand Rapids; 
John Johnson, Trenton. 

Resolutions—Max Jennings, St. Clair; 
Joe Siegel, Grand Rapids; Byron Sheffer, 
Benton Harbor. 

With a few other announcements the 
convention adjourned. 

Monday evening was spent at the R. 
K. O. Regent Theater where the visitors 
were guests of the Grand Rapids Jewel- 
ers Club. 


Tuesday 


Promptly at 9 o’clock on Tuesday 
morning busses were ready at the door 
of the Pantlind Hotel to take the golfers 
to the Cascade Country Club for a round 
of golf. On account of threatening 
weather only about twenty ventured. 
Only nine holes were played and most 
of the playing was done in the rain. 

By 12:30 everyone was ready for the 
luncheon in the Colonial Room. More 
than 100 men were present when the 
meeting was called to order. As soon 
as the menu was served President Taft 
proceeded to open the afternoon busi- 
ness session by introducing Alex J. 
Johnson, publisher of Every Girls’ Maga- 
azine, Grand Rapids, a very pleasing 
talker who stated that he would take for 
his subject “Together,” and gave a brief 
history of the “get together” or associa- 
tion of men for a common cause. 

President Taft then requested that 
Ben Stocker of Detroit introduce the 
next speaker. He introduced B. Laskey, 
who arraigned wholesalers who dis- 
tribute their products through so called 
wholesalers who sell to others than re- 
tail jewelers. He described the practice 
of passing out “courtesy” cards which 
entitle the consumer to purchase at 
wholesale prices. He named a number 
of houses which send catalogs to retail- 
ers in other lines and to individuals. 
He also named the manufacturers 
who furnish inserts for these catalogs. 
The speaker had just as much plain talk 
for jewelers who do nothing and fail to 
give cooperation and support to whole- 
salers and manufacturers who make an 
effort to protect the retail jeweler in an 
ethical distribution of merchandise in 
the trade. 

A general discussion followed Mr. 
Laskey’s talk. 

Secretary Ben Steelman then intro- 
duced Gustave Keller, Appleton, Wisc. 
Mr. Keller discussed the jewelry trade 
and trade organizations. 

The annual banquet was held in the 
ball room on the mezzanine floor of the 
hotel and more than 200 were present. 
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Illinois Retailers Hold Big Convention 


Over 300 at Rockford Meeting May 12 and 13—All Officers Reelected—Important Addresses 


and Discussions Features—Dinner—Dance Tuesday Evening 


RockKForD, ILL., May 14.—The 23ra 
annual convention of the Illinois Retail 
Jewelers Association held here on Mon- 
day and Tuesday proved to be a success- 
ful gathering of State jewelers, the total 
registration reaching over 300. The two 
days were devoted to addresses, reports, 
business discussions and the transaction 
of the business of the association. All 
officers were reelected. They are as fol- 
lows: President, Harry E. Stout, Spring- 
field; First Vice-President, Walter Kiep, 
Joliet; Second Vice-President, Walter 
Flora, Decatur; Secretary-Treasurer, 
Henry T. Mortensen, Chicago. 


Monday 


The convention opened Monday morn- 
ing in the Grand Ballroom of the Faust 
Hotel. All day yesterday members 
arrived with their families and by the 
time the convention opened for business 
more than 200 names were registered. 

Those that arrived on Sunday were 
entertained at the Country Club. 

Promptly at 10 o’clock, President 
Harry E. Stout called the meeting to 
order. Community singing led by Al- 
bert Wuesteman put the members in 
high spirits. Rev. A. W. Carlson then 
gave the invocation. He was followed by 
Burton Chapman, who welcomed the 
jewelers to Rockford in behalf of the 
Rockford Jewelers Club. 

The Hon. J. H. Hallstrom, mayor of 
Rockford, also welcomed the jewelers 
and told them he and the entire city 
officials were at their service during the 
convention. 

He was followed by Clarence Patrick, 
secretary of the Rockford Chamber of 
Commerce. Mr. Patrick spoke on the 
wonderful industries of Rockford, the 
city in general as to its population, 
greatness and beauty. 

B. J. Hagamann, of Chicago, thanked 
the officials for their welcome and as- 
sured them that the jewelers would have 
an everlasting happy remembrance of 
this convention. 

President Stout then made his annual 
report. He told of the meetings of the 
executive council, the cooperation he re- 
ceived from loyal officers, and of plans 
made for this great convention. He 
further stated there were matters of 
concern to our industry in some parts 
of the country today and things to which 
we must be alive and give active support. 
One of these is the Capper-Kelly bill. 
He also told of a proposed sales tax that 
is before the legislature in Kansas at this 
time. He complimented the officers of 
the A. N. R. J. A. for their interests and 
work in important matters. 

At the close of President Stout’s re- 
port the convention adjourned to take a 
trip through the factory and display 
rooms of the Sheets-Rockford Silver Co. 





They were welcomed by R. W. Sheets 
and “Gene” Gulbrandsen and _ were 
ushered into the various departments of 
interest. After the tour of inspection the 
party again boarded the buses and were 
taken to Sinissippi Park where an old 
fashioned picnic was held. After lunch 
a ball game between the Pluggers and 
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Jewelers was held. The game was in- 
terrupted as all members had to be back 
at convention headquarters at 2 o’clock. 


MONDAY AFTERNOON 


While the ladies enjoyed an afternoon 
at the theater and an automobile trip the 
men spent the afternoon listening to sev- 
eral good addresses, on business and busi- 
ness conditions. 

William Gibson opened the afternoon 
program. He was a delegate to the 
National convention last year. He told 
briefly what had taken place and made 
his report very interesting. Before clos- 
ing he gave a short talk on styles, mer- 
chandising and proper advertising. 

At the close of Mr. Gibson’s talk Presi- 
dent Stout announced the next address 
would be broadcast over Station KFLB 
and he then introduced P. M. Fahren- 
dorf, treasurer of THE JEWELERS’ CIR- 
CULAR, who spoke on “Business Ship- 
wrecks.” He said in part: 


ADDRESS OF P. M. FAHRENDORF 


“Mrs. Public, the average American, 
is the boss in this country today. She 
is buying as she pleases, what she 
pleases, when she pleases and on terms 
that are pleasing and satisfactory to 
only herself. Check back in your own 
minds and when you get back to your 
stores, sit down and study the situation 
carefully, look over your stock. . Are 


you catering to Mrs. Public on that plat- 
form as outlined? She is fickle and 
what she wants today she may not want 
tomorrow. Therefore it is essential that 
your stock of merchandise be flexible and 
not too heavy on any particular line, so 
that if a new style develops next week 
you can clear out the old styles and buy 
the new. 

“I would classify the needs of the in- 
dustry under the headings of Modern 
Merchandising—Correct Advertising and 
Dignified, Instalment Selling. 

“Modern Merchandising means to sell 
what the people want, keeping ever be- 
fore you the fact that the retail jeweler 
was the original gift merchant of every 
community. Some one recently made the 
statement—and he did so without in any 
way disparaging the merchant in any 
community—that jewelry in the past has 
been akin to the professional type, you 
might list him in the class of the Minis. 
ter, the Doctor, the Lawyer, the Jeweler 
—and on the other side was listed the 
Butcher, the Baker, the Candlestick 
Maker. 

“Can the jeweler remain entirely aloof 
in the one class, waiting for people to 
come to him, for between the two has de- 
veloped the new Modern Merchant, 
brought on by the merchandising instinct 
of the modern department store? Is it 
not essential that in order to continue 
making a profit in business you must 
develop into a merchant—but in doing so 
retain your craftsmanship? 

“The Gift Department has but one 
effect, not so much perhaps to bring big 
profits to you but to bring store traffic. 
Never has the merchant been called 
upon to be more alert and to be able to 
fathom his competition and change his 
methods to offset the pressure being 
brought to bear upon him. 

“This is particularly true in your case, 
as a retail jeweler. More and more of 
what you have long considered as your 
particular province is being encroached 
upon by other merchants. Largely the 
growth of the last few years, the Gift 
business both in the specialized stores 
and in the department stores have built 
up Gift Departments and have grown in 
volume and importance. America is 
“gift conscious.” You, the jeweler, were 
the original gift merchant in your com- 
munity. Those of you who are taking 
advantage of these two facts are profit- 
ing both in the sale of gifts and in the 
increased store traffic that materially 
helps your sales in strictly jewelry lines. 

“Store traffic and customer acceptance 
are invaluable modern merchandising 
assets. If they go to the Gift Shop there 
is nothing to prevent these specialized 
enterprises from branching out strongly 
into the better lines of jewelry, gems, 
watches, clocks and silverware at the 
still greater expense to you, the retail 
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jeweler, who because of your community 
standing is naturally the logical dis- 
penser of gift merchandise and as a pro- 
tection from further and more telling 
competition, the addition of gifts to your 
stock becomes imperative. 

“But merely buying Gifts will not 
solve your problem. The situation has 
to be studied carefully. There are many 
facts to be considered. One who knows 
and follows the taste of the American 
public must be in charge. In many suc- 
cessful Gift Departments it has been 
found that certain types of young ladies 
are best adapted for the buying of Gifts 
and the operation of a Gift Department. 
Conscious of that fact we, in our work, 
have been endeavoring to guide the retail 
jeweler along that line. 

“Another heading was Advertising. 
The week before Christmas I made a 
careful survey of the jewelry advertise- 
ments in certain New York papers. On 
several days I was amazed to find but one 
single advertisement—two columns by 
about four inches—and then nothing more 
than the name of the store and ‘pearls.’ 
And the next day it was the name of the 
store and ‘silverware.’ 

“In competition with that lone adver- 
tisement of the retail jeweler were almost 
five pages of very well-developed con- 
vincing advertising by—what?—other re- 
tail jewelers?—No, by department stores. 
Don’t let the department store get your 
goat, merely look upon his jewelry de- 
partment as one of a number of specialty 
stores under a big tent. If anything, 
study his methods and attempt to fol- 
low on—I mean follow, not trail be- 
haa 

Following Mr. Fahrendorf, the audi- 
ence was entertained by A. N. Ross, 
magician, who did some sleight of 
hand tricks. 

Barney Thompson, vice-president and 
editor of the Rockford Daily Republican, 
gave an interesting talk on “Advertis- 
ing.” In his talk Mr. Thompson stressed 
on proper copy. 

He was followed by W. E. Port, assist- 
ant general manager of the Illinois 
Watch Co. Mr. Port spoke on “The Fu- 
ture of the American Watch.” He told 
of the various watch factories in the 
United States, the thousands of Ameri- 
cans employed and the millions of dol- 
lars paid in salaries to this help during 
the year. 

Before closing the business sessicn 
President Stout appointed the following 
committees. 

Resolutions—David C. Nelson, Chi- 
cago; C. I. Josephson, Moline; Frank A. 
Bridge, Springfield. 

Auditing—B. J. Hagamann, Herman 
C. Stern and A. W. Johnson, Chicago. 

Nominating—William Gibson,  Chi- 
cago; Phil Kellner, Rockford, and Her- 
bert Schmith, Clinton. 

He was followed by a few acts of 
entertainment, singing and dancing, by 
local children. 


MONDAY EVENING 


At 6.30 a buffet supper was served 
in the ballroom. This was followed by 
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entertainment, such as quartette singing, 
musical features and the Swedish-Amer- 
ican Gymnastic Club. 






































Tuesday 


At the opening of the Tuesday session 
David C. Nelson led the convention in 
community singing. Henry Stecher, re- 
gional vice-president of the A.R.N.J.A., 
offered greetings from the officers of the 
organization urging the support of all 
jewelers to the A. N. R. J. A. and the 
Capper-Kelly Bill. He described in de- 
tail the work and achievements of the 
association and its plans for the future, 
stressing its work regarding auction 
legislation, and other benefits to be de- 
rived by retail jewelers. 

William McKee of Chicago, member of 
the “Pluggers,” presented plans for 
promoting welfare work in the jewelry 
trade describing how “Pluggers” were 
organized to make the Illinois convention 
more successful. Every cooperation was 
offered Illinois jewelers. He made a 
strong plea for the salesmen calling on 
jewelers, declaring they were entitled to 
courtesy as they were the jewelers’ true 
friend, being qualified in offering ad- 
vice as to the newest merchandise. A 
rising vote of thanks was voted to him 
and his “Plugger” associates. 

William Gibson of Chicago gave an in- 
teresting and instructive address on the 
credit jewelry business. Methods of ad- 
vertising, credit and procedures in col- 
lecting delinquent accounts were dis- 
cussed. 

“We have used newspaper space for 
five years,” said Mr. Gibson, “and during 
this period have never missed an issue in 
the papers we use. We discovered and 
know that consistent advertising pays 
well. Eight per cent of our sales are ap- 
propriated for advertising.” 

J. A. Gullrandsen, Sheets-Rockford 
Silver Co., spoke on “Selling Merchan- 
dise.” He pointed out the necessity of 
knowing the merchandise before it 
can be intelligently sold by salesmen 
in the stores. Importance was attached 
to the training of salesmen. Business 
papers he pointed out present successful 
merchandising and selling stories which 
can be adopted as aids in assisting sales- 
men. 

At the noon luncheon meeting Flint 
Grinnell of the Chicago Better Business 
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Bureau was the principal speaker, dis- 
cussing the “wholesale” retailer. 


Tuesday Afternoon 


Afternoon session opened with discus- 
sions centered around problems pre- 
sented through the question box. David 
C. Nelson presented the resolutions, all 


_ being adopted. These included support 


of the Capper-Kelly Bill, platinum 
stamping act, and reduction of duty on 
diamonds. And commended efforts of 
national association and officers. 

B. J. Hagamann of Chicago was pre- 
sented with a plaque which expressed 
appreciation of years of service and de- 
votion rendered to Illinois association. 

The ladies’ auxiliary reelected the fol- 
lowing officers: Mrs. B. J. Hagamann, 
president; Mrs. A. W. Johanson, vice- 
president, and Miss Edna Hahn Graham, 
secretary. 

A dinner dance held Tuesday evening 
concluded convention activities. 








Bronx Retail Jewelers Take Action 


to Push Scarf Pins 


The monthly meeting of the Bronx 
Retail Jewelers Association was held last 
Tuesday night with A. Landau, presi- 
dent, presiding. In view of the cam- 
paign to reinstate the scarf pin and cuff- 
links as fashionable articles of apparel, 
the members expressed their opinion that 
they would not buy their merchandise 
from wholesalers and salesmen who do 
not wear these articles. It was also de- 
cided that any member attending meet- 
ings of the association minus either of 
these items should be fined 50 cents for 
each omission. 

W. Schneiderman, vice-president, was 
elected to represent the association at 
the convention of the New York Statc 
Retail Jewelers Association at Utica, 
May 26-27-28. Charles T. Evans, secre- 
tary of the A. N. R. J. A., spoke with 
enthusiasm about the Capper-Kelly bill, 
expressing the opinion that it would 
probably go through and urged the jewel- 
ers to write their congressmen on this 
matter immediately. Mr. Evans turned 
over 300 preregistration cards for the 
national convention next September to 
Mr. Schneiderman, in charge of the 
cards for the Bronx association, who 
distributed them among 20 members 
whose duty it will be to spread them 
among members of the wholesale and 
retail trade. 

It was decided that the association 
should pay from its treasury half of the 
registration fee for all of its members in 
order to encourage 100 per cent attend- 
ance of the organization. Following this 
the meeting came to a close. 








Conrad Roes, 37 years old and for the 
past 10 years a jeweler in Union City, 
N. J., died recently at his home, 605 
Bergenline Ave., the same city, of a 
heart attack. Mr. Roes was a member 
of Malta Lodge, F. & A. M., and is sur- 
vived by his widow, his mother, a brother 
and two sisters. 
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Saves Pearls Worth $150,000 





Salesman for New York Concern Fights Off 
Bandits in Cleveland 


CLEVELAND, OHIO, May 10.—George 
Pilzer, Chicago representative for Good- 
friend Bros., Inc., 542 Fifth Ave., New 
York, successfully resisted the concerted 
attack of two thugs who accosted him in 
the lobby of the Tavern Chop House, 
1025 Chester Ave., yesterday (Friday), 
at 2 p. m. 

Mr. Pilzer had stopped off in Cleveland 
while on his way to New York and was 
leaving the restaurant after having 
lunch when he noticed that two men were 
crowding unduly close to him. One of 
the men pulled a gun from his pocket 
and demanded Mr. Pilzer’s wallets which 
he was carrying in his pockets. These 
wallets contained pearls valued at about 
$150,000. The gun appeared to be a toy 
to the salesman, and he struck the thug 
on the arm, whereupon he was attacked 
by the two bandits. He continued to 
fight with the men even after they at- 
tempted to knock him unconscious with 
a blackjack, guarding his pockets with 
his arms while fighting blow for blow 
with the two crooks. Frightened by this 
unexpected resistance, the thugs took to 
their heels, while Pilzer, bleeding pro- 
fusely, relaxed to the floor, triumphant, 
although badly beaten and bruised. 

The occupants of the restaurant who 
had witnessed the battle, yet had not 
come to the assistance of the salesman 
for fear of being shot, took up the chase 
in the street, and a man alleged to have 
been one of the crooks was captured by 
patrolman Frank Deveroux. The suspect 
is reported to have been identified by a 
patron of the restaurant witnessing the 
fight, and police say the arrested man 
is a well-known racketeer. 








Bogus Check Passers Fail in Attempts 
to Swindle Allentown, Pa., Jewelers 


ALLENTOWN, PA., May 9.—Several at- 
tempts have been made lately to victim- 
ize local jewelers, by presenting checks 
in payment for merchandise purchased, 
when no funds were available at bank 
A stranger made a purchase at Appel’s 
jewelry store, 625 Hamilton St. several 
days ago, tendered a check for $60 in 
payment therefor. Instead of giving him 
the goods, however, he was told to call 
again. In the meantime, Mr. Appel made 
an investigation and found that the fel- 
low actually had $10 in a local bank. 

A tough looking character likewise 
entered the jewelry store of Faust & 
Landes, 728 Hamilton St. on Saturday 
evening after the banks were closed, and 
purchased a ring for $5, tendering in 
payment a check for $10. Mr. Landes, 
a member of the firm, immediately got 
in touch with the bank on which the 
check had been drawn, and was informed 
that the man had an account at the bank. 
Not satisfied, however, Mr. Landes took 
the check to bank to have it cashed, and 
when he returned to the store, the forger 
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had disappeared. The police were at 
once notified. The man left the ring and 
check behind. 








Rubin and Paskow Guilty 





Enter Pleas to Charge of Concealment of 
Assets in Bankruptcy 


Henry Rubin and Samuel J. Paskow 
pled guilty May 7 to charges of conceal- 
ment of assets and conspiracy to conceal} 
assets from the Receiver and Trustee in 
bankruptcy when arraigned before Judge 
Goddard in Federal District Court. 

They were formerly engaged in the 
jewelry manufacturing business at 36 W. 
4ith St., New York, and were petitionea 
into bankruptcy in December, 1927. 
Schedules filed showed liabilities of 
$59,935 and assets of $13,389. In a 
statement submitted to the Nationai 
Jewelers Board of Trade as of July 1, 
1927, they had claimed assets of $50,- 
028.25, liabilities of $23,668.61 and net 
worth of $26,359.64. 

Creditors brought the matter to the 
attention of the Board of Trade and, in 
view of the mysterious disappearance 
of assets, requested an investigation 
through use of its Fighting Fund. A de- 
tailed investigation was made by Messrs. 
Greenbaum, Wolff & Ernst, general 
counsel for the Board, assisted by 
Messrs. Sternberg & Rosen, attorneys 
for the receiver, and results thereof were 
placed with the District Attorney. The 
indictment of Rubin, Paskow and one 
Abraham Kranz followed. 

At the hearing before Judge Goddard, 
the Government was represented by As- 
sistant United States Attorney Bernard 
Tomkins and the Board of Trade by 
Newman Levy of Greenbaum, Wolff & 
Ernst. Pronouncement of sentence has 
been set for tomorrow (Friday). 








Jewelry Store Robber Eludes 
Life Term 


William Rapp, 41, of Yonkers, N. Y., 
escaped last Tuesday the risk of a man- 
datory life sentence in Sing Sing when 
Judge Close in White Plains, N. Y., per- 
mitted him to plead guilty to unlawful 
entry, a misdemeanor, instead of stand- 
ing trial on a charge of third degree 
burglary on which he was indicted. 

Rapp, it was alleged, tossed a brick 
through a jewelry store window in 
Yonkers on March 31 last, snatched a 
batch of watches and fied, throwing the 
watches over a fence when apprehended 
by a policeman. His record disclosed 
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seven felony convictions and nine mis- 
demeanor convictions. 

His attorney told Judge Close that 
Rapp had been “going straight,” and 
that he was intoxicated when he robbed 
the jewelry store. The maximum pen- 
alty under the offense to which he 
pleaded guilty is a year in jail and a 
$500 fine. 








Allentown, Pa., Jeweler’s Window 
Smashed with Padded Brick 


ALLENTOWN, Pa., May 8.—Discrimi- 
nating thieves with a penchant for 
women’s rings, shattered a plate glass 
window in the jewelry store of Charles 
C. Vogt, 826 Hamilton St., at 4 a. m., 
Tuesday. A paper wrapped brick was 
the missile used. So far as can be 
learned, the loot consisted of four soli- 
taire diamond rings valued at about $600. 

Officer Xanders, a district patrolman. 
made the discovery while on his beat, 
and notified Mr. Vogt, who estimated the 
value of the jewelry stolen. In their 
haste to get away, many valuable items 
in the window were overlooked. 

Due to the lateness of the hour, police 
were unable to locate any eye-witnesses 
to the crime, but it is believed that an 
automobile was used to insure a quick 
getaway. An investigation is now under 
way. 








Postal Receipts Show Increase During 
April Over That Month Last Year 


WASHINGTON, D. C., May 12.—Postal 
receipts at both the 50 selected and 50 
industrial cities throughout the country 
for the month of April showed an in- 
crease over the same month of last year 
according to figures just made public by 
the Post Office Department. While the 
receipts for the 50 selected cities showed 
an increase of .90 per cent, those for the 
50 industrial cities showed an increase 
of 2.04 per cent. 

The total receipts at the 50 selected 
cities for April were $32,643,939.67 as 
compared with $32,351,906.46 for Apri! 
of last year, an increase of $292,033.21 in 
last month’s receipts over those for the 
same month in 1929. 

Total receipts at the 50 industria! 
cities for April were $3,524,346.04 as 
against $3,453,918.40 for the same month 
in 1929, an increase in last month’s re- 
ceipts over those for April, 1929 of 
$70,427.64. 








In reporting recently that the I. Behr- 
stock Co., 315 W. Fifth St., Los Angeles, 
Cal., has announced the association with 
that house of Morry Mayer, the note 
also stated that Mr. Mayer had intended 
to retire after liquidating the firm of 
Mayer-Weinshenk, 704 Market St., San 
Francisco. The latter part of the state- 
ment was in error as Mr. Mayer was a 
former partner in the business and his 
interest was purchased by Sidney Wein- 
stock of the old firm. Mr. Weinstock is 
continuing the business under the same 
style of Mayer & Weinshenk without 
interruption. 
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Minnesota Jewelers Reelect Officers 


Great Convention of the State Association Held at St. Paul Indorses Work of the A. N. R. J. A. 
and Other Trade Bodies 


St. PauL, MINN., May 13.—The retail 
jewelers of this city have again demon- 
strated their ability to hold a great con- 
vention for the 26th annual gathering 
of the Minnesota Retail Jewelers Asso- 
ciation which has just ended at the St. 
Paul Hotel, proved to be one of the most 
interesting and instructive that the as- 
sociation has pulled off in a number of 
years. Governor Theodore Christenson 
made an interesting address on “Econom- 
ics” at tonight’s session which closed 
with an enjoyable banquet and enter- 
tainment. 

The entire board of officers was re- 
elected, namely, President, John M. 
Geist of St. Paul; vice-president, Stan 
A. Smith, Mankato; secretary, E. M. 
Schwenke, New Richland and treasurer, 
J. S. R. Seovill, Austin. The directors 
elected consisted of J. E. Stiles, for one 
year; E. W. Kohlsaat for two years and 
Lester Kickul for three years, the last 
being a new member of the board, suc- 
ceeding R. H. Winter. 

The association affirmed its loyalty to 
the American National Retail Jewelers 
Association, and endorsed the great work 
of the other associations in the resolu- 
tions, which beside the American 
National Retail Jewelers Association, 
particularly singled out for commend- 
ation the work of the National Jewelers 
Publicity Association, the Horological 
Institute of America and the Jewelers 
Mutual Fire Insurance Co., and also the 
work of the American Fair Trade 
League. The resolutions also urged 
harmonious cooperation between the 
ANRJA and the Jeweler Trade associa- 
tion as outlined in the agreement and 
resolution passed at the American 
National Retail Jewelers Association 
convention at Cleveland last year. The 
association again went on record as 
favoring the Capper-Kelly Price Main- 
tenance Bill and urged their members to 
instruct their Congressmen to vote and 
work for it. 

The association endorsed the idea of 
the George Washington Bi-Centennial; 
expressed thanks to the speakers, the 
business papers and others who had 
participated in making the convention 
a success; urged the members to take 
out block policies in the trade’s fire in- 
surance company and extended sympathy 
to C. M. Chalmers on the death of his 
brother, J. M. Chalmers. The members 
also expressed thanks to the exhibitors 
of the association, and to the wholesale 
jewelers of Minnesota for their coopera- 
tion. The one element of condemnation 
was the resolution deploring the recent 
guarantee policy on alarm clocks by one 
of the big companies, feeling that it is 
impractical and works against the in- 
terest of the retail jeweler. 


Monday 
As already foretold in the preliminary 


announcements in THE JEWELERS’ CIR- 
CULAR, the sessions began early Monday 
morning and after the convention had 
been called to order by President Geist 
and the address of welcome made and 
responded to by Vice-President Smith, 
came the greetings from the wholesale 
jewelers presented by W. R. Cooper. 
Monday morning’s program contained 
an address by J. R. Lamb, sales promo- 
tion manager of Butler Bros., on “Will 
Main Street Be Chain Street?”, and one 
by E. U. Berdahl, secretary of the 
Wholesale Section of Minneapolis Civic 
& Commerce Association, on “Salesman- 
ship and Sales Peoples.” 

Among the communications sent to 
the convention were telegrams of greet- 
ings from William G. Frasier, president 
of the national body, from Charles T. 
Evans, the secretary, from the Illinois 
Retail Jewelers Association in convention 
at Rockford and from the American 
Fair Trade League. 

Monday afternoon included an address 
on “Advertising” by Harry L. Kyes, on 
“Making Your Windows Pay” by John 
H. DeWild and one by H. B. Law rep- 
resenting the Elgin National Watch Co. 
Monday evening was given over to en- 
tertainment, principally a theater party. 


Tuesday 


The morning session, Tuesday, was 
devoted principally to an address on 
“Merchandising and Advertising” by P. 
M. Fahrendorf, treasurer and manager 
of THE JEWELERS’ CIRCULAR of New York 
and one by A. W. Anderson, secretary 
of the National Jewelers Mutual Fire 
Insurance Co., and treasurer of the 
American National Retail Jewelers As- 
sociation. Tuesday noon, the jewelers 
were entertained at a luncheon as the 
guests of the wholesale jewelers of Min- 
nesota and the afternoon’s session was 
devoted principally to routine business. 
Joe Abrams who was to deliver a paper 
on “The Proper and Sure Way of 
Liquidating Undesirable Merchandise in 
Jewelry Stores” was not able to be 
present. 

Max Rabinovich of Grand _ Forks, 
North Dakota, formerly president of the 
North Dakota Retail Jewelers, who 
opened the morning session, stressed 
the need of cooperation and coordin- 
ation among retail jewelers, and espe- 
cially the need of attendance at conven- 
tions. 

Mr. Anderson in his address, reviewed 
the history of the organization work, 
extending back 30 or 40 years, through 
the silver fight, the war tax, etc., up- 
to-date, showing the work of the 
National Publicity Association, especial- 
ly at this time. He referred to the fact 
that every retail jeweler can be of great 
service to the industry at large by ap- 
pearing before local Rotary Clubs, 
Chambers of Commerce luncheons, etc., 


to talk on the jewelry industry, and for 
that purpose the National Publicity As- 
sociation has many articles, any of which 
can be obtained upon request. 

Mr. Anderson also stressed particular- 
ly the need and necessity of reading 
business papers. He showed clearly the 
valuable information that is obtained 
through the careful reading of business 
papers and that all of them are spend- 
ing much money in order to obtain the 
really worthwhile information which 
they contain. He advised them to not 
only read the papers themselves, but to 
have their sales people read them reg- 
ularly. He also dwelt upon the neces- 
sity of attractive windows to bring the 
people into the store. He then referred 
to the Capper-Kelly bill, which has been 
in Congress since 1914, and which he 
indicated is about ready to come to a 
vote, as evidenced by a wire which he 
had received within the past few weeks 
from Congressman Kelly. 

All of these are activities of the As- 
sociations, but he felt that there are new 
activities ahead, new problems, such as 
proposed forms of taxation. He empha- 
sized the fact that Kentucky is passing 
through it. Tennessee, Alabama and 
Florida had defeated it, and other states 
would be facing it soon, viz: legislation 
to tax chain-stores, and as a result of 
which there are those who will advocate 
taxing all stores, so as to make it legal, 
and that will hurt every one. Mr. Ander- 
son says it is not hard to kill anything 
in the making, but rather difficult to kill 
that which is on the statute books. 

Last but not least, he emphasized the 
fact that each State Association is best 
able to handle its own particular prob- 
lems, and hoped that Minnesota would 
organize district clubs as parts of the 
state organization, the same as Wiscon- 
sin has done. 

Another interesting speaker on the 
morning’s program was Mr. C. R. Miles, 
manager of the Northwest Division of 
the United States Chamber of Com- 
merce. He emphasized the fact that the 
Englishmen were amazed at the willing- 
ness of the American business men to 
pool their information, facts and figures 
pertaining to their business, in the in- 
terest of all, and he said that he under- 
stood William A. Filene of Boston, na- 
tionally known merchant had a motto as 
follows: “We believe in companionate 
prosperity.” 

The United States Chamber of Com- 
merce is issuing many booklets, all of 
them in the interest of business, trying 
to help the retailer find his place. One 
of the latest is “Small Store Advertis- 
ing.” It contains ninety pages of in- 
formation that will be of help to any re- 
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tailer. He said that he had three 
thoughts in mind: (1) that every mer- 
chant should be tremendously concerned 
with State Association work; (2) that 
every merchant should be affiliated with 
his local associations, Chamber of Com- 
merce, etc.; and (3) keep in mind the 
thought expressed recently by Charles 
Kettering of General Motors, when he 
said that there are 2% million young 
folks coming of age each year; that 
means 21% million new customers, with 
new ideas and new whims, and it is 
up to the retail merchant to be prepared 
to satisfy those whims. 

The afternoon session was devoted 
mostly to routine work, committee re- 
ports, and the answering of questions 
which had been placed in the question- 
box. The election of officers was as re- 
ported in the beginning of this article. 
A summary of the resolutions passed has 
already been given. 

Minneapolis was selected as the site 
of the next convention and J. M. Geist, 
the president, was appointed as the del- 
egate to the convention of the Amer- 
ican National Retail Jewelers Associa- 
tion which is to be held in New York, 
Sept. 14-19, 

The convention closed with the big 
banquet and entertainment this evening 
at which Governor Christensen was the 
principal speaker. 

Few who attended will forget the in- 
teresting important addresses and other 
high lights: among the many who were 
outstanding was J. J. Levinson of Rapid 
City, N. D., who won first prize with his 
address “How I Am Meeting Present 
Conditions” and which will be touched 
on in more detail in a future issue of 
THE JEWELERS’ CIRCULAR. 








Tasteful Modernism Marks New Store 
of Shreve, Crump & Low, Inc., Boston 


Boston, May 12.—Tasteful modernism 
marks the new store which Shreve, 
Crump & Low, Inc., will move into July 
1. The reproduction herewith is an ex- 
terior view of the store, designed by Wil- 
liam T. Aldrich. 

The store is located at the corner of 
Arlington and Boylston Sts. The change 
of location indicates that another of Bos- 
ton’s retail stores has gone toward the 
rapidly growing uptown shopping dis- 
trict. 

For many years the company has been 
located at the corner of Tremont and 
West Sts., but has yielded to the trend 
of leading stores to establish themselves 
in the uptown or Back Bay district which 
in recent years has developed with rapid 
strides as the foremost shopping section 
of the city. 

Architecturally, the new store has 
many features of interest. The spacing 
of its openings and solids has been care- 
fully adjusted to the structure of the 
building. The exterior is a restrained 
example of contemporary design.  In- 
diana limestone has been chosen as a 
Material because of its characteristic 
cheerfulness of color. 


THE JEWELERS’ CIRCULAR 


Window grills, frames and awning 
covers have been designed to contribute 
to the exterior design of the store. They 
have been executed by the Gorham Mfg. 
Co. in gold bronze. 

Window curtains wil! be in quiet tones 
of gray and gold, while window back- 
grounds will be hung with a simple gray 
material. 
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dent William D. McNeil of Utica in the 
Chair. 

Invocation, Rev. Henry O. Hospers, 
Pastor of Reformed Church, Utica. 

Address of Welcome, Mayor Charles 
S. Donnelly of Utica. 

Response, Vice-President Samuel Feld- 
man, Brooklyn. 

President’s Address, Mr. McNeil. 
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EXTERIOR VIEW OF THE NEW SHREVE, CRUMP & LOW, INC., STORE 


Flanking the Boylston St. entrance are 
two semi-circular windows for special 
display. 








New York State Retail Jewelers to 
Meet in Utica, May 26, 27 and 28 


ROCHESTER, N. Y., May 12.—Leaving 
afternoons free for tours and entertain- 
ment and filling the morning hours with 
business sessions, the program for the 
21st annual convention of the New York 
State Retail Jewelers’ Association, sched- 
uled for Utica, May 26 to 28, was is- 
sued here this week by E. Lathrop Sun- 
derlin, state secretary. 

One business session is scheduled for 
each day, from 9 a. m. to noon. On the 
afternoon of the first day the jewelers 
will be guests of the Oneida Community, 
Ltd., on a tour to Sherill. They wil! 
attend a theatre party at the Stanley 
Theatre in the evening. On the after- 
noon of the second day an automobile 
trip to nearby Hamilton College has been 
arranged. The annual banquet is sched- 
uled for the evening. 

Sessions will take place in Hotel Mar- 
tin, convention headquarters. They will 
follow New York daylight saving time. 
An added feature of the convention will 
be an exhibition of diamond cutting daily 
under supervision of Lawrence Boden- 
heimer of New York. 

The program follows: 

SUNDAY, MAY 25 

Evening, reception of guests, registra- 
tion. 

8 p. m., Executive Committee Meeting. 

MONDAY MAY 26 
Convention opens at 9:15 a. m., Presi- 


Reports from associations, communica- 
tions and announcements. 

Address by William G. Frasier of 
Durham, N. C., President of the Ameri- 
can National Retail Jewelers’ Associa- 
tion. 

Address by P. M. Fahrendorf, business 
manager of THE JEWELERS’ CIRCULAR, 
New York, “How Others Profit.” 

Address by Charles T. Evans, first 
president of the state association, New 
York, “The Twenty-first Birthday of the 
New York State Retail Jewelers’ Asso- 
ciation.” 

TUESDAY MAY 27 


Address by Emil J. Scheer of Roches- 
ter, chairman, American National Re- 
tail Jewelers’ Association Silverware 
Committee, “Silverware.” 

Address by Lawrence 
New York, “Diamonds.” 

Address by Francis P. McGinty, presi- 
dent of the First Bank and Trust Co. 
of Utica, “The Modern Bank in Rela- 
tion to the Individual Retail Mer- 
chant.” 

Discussion of retail jewelry store prob- 
lems. 


Bodenheimer, 


WEDNESDAY, MAY 28. 


Reports of standing committees. 
Election of officers. 

Selection of next convention city. 
Adjournment. 








A bracelet, comprising four marquise 
diamonds and 104 smaller stones was 
recently stolen by a sneak thief from a 
show case in the store of N. B. Levy & 
Bro. Co., Ine., 420 Spruce St., Scranton, 
Pa. The loss is estimated at $1,600. 
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Death of Harry B. Bliss 


Harry B. Bliss, traveling representa- 
tive of the Gorham Co., died suddenly 
last Friday morning at 10 o’clock, while 
sitting at a desk in the office of the 
Gorham Co., 2 W. 47th St., New York. 
His demise came as the result of a heart 
attack and has been a great shock to his 
many friends in the trade throughout 
the country. 

Mr. Bliss was born in Brooklyn, N. Y., 
Oct. 29, 1872, and in February, 1891, 
entered the employ of the Gorham Co., 
under the supervision of his uncle, Hiram 
A. Bliss, then manager of the Gorharn 
Co., 15 Maiden Lane. Mr. Bliss remained 
with Gorham as a traveling representa- 
tive until July, 1908, when he became 
employed by Heidell & Trow of Newark. 
Later he was associated with Allsopp 
Bros., also of Newark, and finally re- 
turned to the Gorham Co., January, 1929. 
From that time until his death, he repre- 
sented the Kerr Division of the Gorham 
Co., covering all the principal cities of 
the United States. 

The deceased was a member of the 
Brotherhood of Traveling Jewelers, and 
of the Masonic Order. He is survived 
by his widow, a daughter, Mrs. Edna 
Rapkin, and two brothers, Everitt I 
Bliss and Clarence S. Bliss. 

The funeral was held last Monday 
from Brown’s Funeral Parlor, Montclair. 
N. J., with burial at Mount Hebron 
Cemetery, Montclair. 





Louis U. Jeanneret 


KansAS City, Mo., May 12.—Louis U. 
Jeanneret, 71 years old, 45 years a 
jeweler in Kansas City, and the father of 
Roland A. Jeanneret, president of the 
Kansas City Board of Trade, died may 
9. He had been ill five months at the 
home of his son, 1525 Stratford Road. 

Mr. Jeanneret was born in La Chaux- 
de-Fonds, Switzerland. With four bro- 
thers he came to this country in 1878. 
After spending a year in Buffalo, N. Y., 
and Alton, Ill., he came to Kansas City 
where he lived until the time of his death. 
He married Miss Thelma Nelson in 1884. 

For 20 years Mr. Jeanneret operated 
a jewelry store at 809 Delaware St. At 
the time of his retirement, five years ago, 
he was in business at 13th St. and Grand 
Ave. 

Besides his son, Mr. Jeanneret is sur- 
vived by a daughter, Mrs. E. H. Joseph, 
Chicago; three brothers and a sister. 
Funeral services were conducted by 
Ivanhoe Masonic lodge, May 12 at the 
Stine & McClure chapel. 





Thomas L. Smith 


WASHINGTON, D. C., May 8.—Follow- 
ing an illness of several weeks, Thomas 
L. Smith died here last week at his 
residence, 627 Keefer Place. He was 55 
years old and had been engaged in the 
jewelry business of this city for many 
years. 

Mr. Smith was unusually well known 
in local Masonic circles, having served as 
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tiler of Pentalpha Lodge, No. 23, A. F. 
& A. M. since 1918. He was made a 
Master Mason in 1900. 

Interment was in Glenwood Cemetery. 





Thomas Trapp 


TRENTON, N. J., May 9.—Thomas 
Trapp, retired Trenton jeweler, died here 
recently in the St. Francis Hospital fol- 
lowing an illness of two weeks. Up ta 
the time of his retirement Mr. Trapp 
was one of the city’s prominent jewelers 
and for many years conducted an estab- 
lishment on E. State St. 

He was born in Husum, Denmark, of 
German parents and in his younger days, 
upon his arrival in this country was 
active in the affairs of the community 
particularly with regard to German 
social and fraternal organizations. The 
deceased was 79 years old at the time 
of his death. He is survived by a son, 
Alexander Trapp, an attorney of this 
city. 

The funeral was held from the home at 
209 E. Hanover St., with burial at River- 
view Cemetery. 


William K. Swenson 


CREsSco, IowA, May 9.—wWilliam K. 
Swenson, of the Wesley C. Swenson 
jewelry shop, died recently at his home 
from an attack of influenza which lasted 
over a period of months. He was 55 
years old at the time of his death. 

Mr. Swenson was a native of Cresco 
and spent a great part of his life travel- 
ing through the country employed in the 
different branches of the watchmaking 
and jewelry industry. He conducted a 
business of his own for nine years at 
Evanston, III. 

Funeral services were held at the Con- 
gregational Church with interment at 
Oaklawn Cemetery. 

The deceased is survived by - four 
brothers and five sisters. 





Herman G. DeSombre 


Fonp pu Lac, WIs., May 12.—Herman 
G. DeSombre, 82, pioneer Fond du Lac 
jeweler, in business more than 60 years, 
died at his home Friday. 

Mr. DeSombre was born in 1848 in 
Stettin, Germany. He came to the United 
States with his father B. C. DeSombre 
at the age of seven, the family settling in 
Fond du Lac. At 14 he entered the 
jewelry store of Gustave Kuenne as an 
apprentice, and three years later estab- 
lished a jewelry store of his own, which 
he conducted continuously up to 10 years 
ago. After disposing of his business he 
set up a repair shop in his home and 
continued to occupy himself at the bench 
until last January. 
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Mr. DeSombre is survived by his wife 
and one son. Funeral services were held 
May 11, with burial at Rienzi cemetery 
at Fond du Lac. 





Victor E. Dession 


Victor E. Dession, well known jeweler 
of Fifth Ave., died Sunday night at his 
home, Creek Lock, Kingston, N. Y. 

The funeral will be held Wednesday 
afternoon at Kingston, N. Y. 





John F. Whiting 


PROVIDENCE, R. I., May 14.—John F, 
Whiting, retired jeweler, and youngest 
member of Prentice M. Whiting Post G. 
A.R., died at his home, Ash St, North 
Attleboro, on May 10, following an ill- 
ness of paralysis and heart trouble, aged 
83 years. He was a native of Dorchester, 
Mass., born May 29, 1846. He was 
identified with the Ninth Rhode Island 
Infantry during the Civil War and was 
a charter member of Prentice M. Whit- 
ing Post of the Grand Army and the 
only member to be elected to office in 
the post every year since its inception. 
He had a vivid remembrance of Abraham 
Lincoln. 

Two brothers, Charles A. Whiting of 
the Whiting & Davis Co., and Alvin 
Whiting, both of North Attleboro, and 
one sister, Mrs. A. B. Chace, Attleboro, 
survive. 
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Jacksonville, Fla., Store Changes 
Hands 


JACKSONVILLE, FLA., May 9.—Execu- 
tives of V. E. Jacobs Co., and Greenleaf 
& Crosby Co. of this city announced to- 
day the acquirement of the Greenleaf 
Co., by the Jacobs people effective on 
June 1. : 

The Greenleaf & Crosby Co. com- 
menced operations in Jacksonville 62 
years ago and about six or eight months 
ago it was taken over by Van Cleef & 
Arpels of New York. 

The Jacobs Co. was organized in Jack- 
sonville in 1890 and has done business 
here continuously since that time. The 
stores of the two concerns are considered 
show places of the city and are said to 
be the most beautiful stores of the type 
to be found in the South. 

The Jacobs Co.’s store on W. Bay St. 
was burned out last month with a loss 
of approximately $75,000. Since that 
time the company has operated in tem- 
porary quarters at Laura and Forsyth 
Sts. 

Officers of the new company will con- 
tinue as heretofore with V. E. Jacobs as 
president and Nathan Weil, secretary 
and manager. 

Van Cleef & Arpels will continue to 
operate the old Greenleaf stores at Palm 
Beach and Miami. 








W. C. Bryant & Son, Bangor, Me., have 
bought the old-established store and 
jewelry business of Stacy L. Rogers, 
Bangor, Me. This store will be contin- 
ued under the name of the Rogers store. 
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This attractive gift shop in the store of the Vail Jewelry Co., Wichita, Kan., 
reflects the spirit of Old Spain 


(Set text on page 69) 
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Du Barry Goblet $4091 


OYAL gatherings those days brought forth the finest of napery, 
silver, china, and glassware. None but the ‘best would do for 
Du Barry and her gay companions. 


Retaining all the luxury and beauty of that period, the Du Barry 
Goblet, so named for its source of inspiration, belongs in fashionable 
homes where only the choicest is acceptable. 


The Du Barry Goblet, #4091, is made of Hawkes Rock Crystal, and 
costs $600 a doz. net. Other goblets from $14.50 up per doz. net, 
provide a wide selection for every type of clientele. f 


(Grand Prize— 
Paris) 


HAWKES 


T.G.HAWKES& CO. CORNING.N. Y. 


New York Ofice Makers of Rock Crystal Glassware for Over Half a Century pics. coast Office 


842 Fifth Avenue 140 Geary St. 
San Franeisco 
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Merchandising the Gift Section 


By ROBERT M. SHIPLEY 


portant feature of the jeweler’s gift section. 
With the most ideal conditions of situation, with 
an alert manager who has been selected for her (or 
perhaps his) reputation for the indefinable thing called 


om of course, is next to selling the most im- 




















, 


“good taste,” and with a wide social acquaintance in 
the community, the gift department may have but a 
temporary popularity if it is merchandised improperly, 
and goods are unintelligently purchased. Here, again, 
I must emphasize that the manager of this department 
should know the psychology of gift buying customers, 
the bulk of whom are women who buy bridge and other 
party prizes, or Christmas or anniversary gifts for their 
women friends (and to a much lesser extent their men 
friends), and that a “society” girl is perhaps the ideal 
person. However, be sure she seriously wants to 
work, for this is no easy job. This merchandise must 
be cared for and ‘“‘some times are dusting times.” The 
girl who takes the job as a “lark” is worse than use- 
less. Much men’s trade can be brought into your shop. 
The man will prefer it to that of the department store 
gift shop or the specialty gift shop and in this you have 
a distinct advantage. A girl manager will successfully 
sell the man and in buying stock it is well to keep in 
mind a few well-chosen gifts that men (and women 
also) will buy for the man. 

The buying of the initial stock can best and in the 








long run most economically be done at a gift show. 
These shows are held in the more important sections 
of the country every summer and in some cities in mid- 


winter. If you watch this section of THE JEWELERS’ 
CIRCULAR you should find the announcements of such 
shows several months in advance. Here you, or your 
manager (or on the initial stock buying trip it is to be 
hoped both of you) will get a broad picture of the wide 
range of possibilities of giftware buying. With the 
many gift lines “on the road” it may not be necessary 
to attend future gift shows if you are carrying a fairly 
small stock and the distance to the gift show is great, 
but generally the time and money is well spent in at- 
tending the summer shows, and when buying the initial 
stock it is, I believe, vitally necessary. 

Arrived at the gift show look over all the exhibits, 
and if it is a Chicago or New York show you will have 
“Museum Feet” that night for there are miles of inter- 
esting things to see. Then go out for a bus ride or sit 
in the park and think over what seems most salable in 
your store and community. Don’t start buying until 
you get the perspective—the long distance picture of 
the whole affair—what merchandise is going to most 
interest your clientele, what merchandise will display 
best in your shop and windows, what merchandise your 








manager can sell best, etc. The next day begin the buy- 
ing. | 

When buying at a summer gift show separate your 
purchases into three groups: 


1. The actual initial stock. (It is assumed that 
you have a money limit or a shelf and table room 
limit which you wish to fill.) 

2. The “fill-in” stock placed on future order to 
be shipped at stated intervals (perhaps monthly) 
after your “opening.” These are things to keep the 
stock fresh and new, for this is of prime necessity 
to keep your customers coming in. 

3. Your Christmas stock. 


The main thing, to use Amos Jones’ pet expression, 
is to remember that this gift business differs from the 
jewelry business in the fact it is not the amount of 
stock but the newness that is important. If the com- 
munity once decides that you have the same old things 
and you have a wise competitor, you will soon be losing 
money. From this don’t get the idea it’s a dangerous 

(Continued on page 90) 
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Glassware in New 


Colors and Shapes 
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HE higher education of the present generation 

and general upward trend in this direction of the 

rising generation is responsible for the demand of 
the finer things in life, and it is this development of 
the artistic that jewelers must prepare to meet. 

This artistic desire may be expressed in various 
ways. Some will want pictures, some fine china and 
crystal glass, others jewelry and gems, but in one way 
or another they will gratify this desire by the posses- 
sion of some work of art. 

If it is in table settings that the finer sensibilities 
seek expression, the glass manufacturers have amply 
provided for the demand. Never before in the United 
States has the ingenuity of any particular trade caused 
a greater advance than in the glass industry and in the 
rapid strides that manufacturers have made the artis- 
tic has always been first in mind even in the creation 
of the most utilitarian of articles. 

The illustrations at the head of this article depict 
new items in colors that look charming on any table, 
and the best part about them is that, although they 
represent the best the market affords in their line, 
still they are quite inexpensive and within the reach 
of the majority of the average jeweler’s customers and 
will still show a very handsome profit for the handling. 

Vases are always in great demand during the spring 
and summer and may be used in a store in a decorative 
scheme to hold the delightful blooms of the season, 
thus beautifying the store while demonstrating in a 
practical way how attractive the vases, bowls, etc., ap- 
pear. The oval dish shown may be used for relishes or 
salads and the cup and saucer show a new design in a 
comparatively new idea, namely, glass tea and dinner 
services. 

The ware is made in moon gleam green, flamingo pink, 
Sahara golden yellow, as well as the purest of crystal, 
all colors that are in line with the trend for brighter 
things. 


Especially Adapted to the 
Jewelry Trade 





Drinking utensils of every description are saleable 
now if ever they will be at any season of the year. Ice- 
tea and coffee sets, the regular water pitcher and tum- 
blers, ice cream sets, too, and the regular tea and 
coffee sets. Salad sets, fruit dishes, all these and more 
may be readily stocked with a confident knowledge that 
they will not be dead stock. The turnover will be quick 
and during the summer when jewelery sales may not be 
so brisk, the sales for glassware will pay the expenses 
and bring in a handsome balance before fall. 

The backbone of glassware sales is stemware. If 
jewelers stock a line of good stemware they will find 
customers asking for other glass items. In fact, if a 
jeweler will bear in mind the many items that go to 
make a complete table setting in glassware and make 
an occasional suggestion that “this piece or that would 
go very well with the stemware I sold you a few months 
ago” he will be astonished how readily his idea be ac- 
cepted and another sale made. 


HIS department has often brought before its readers 

the importance of a good selection of open stock 
stemware. In the highest quality table glassware the profit 
is considerable and the satisfaction that is given to a 
customer far transcends the profit. Every time a cus- 
tomer hears words of admiration from her guests she 
thinks favorably of the jeweler who had sufficient taste 
to make so good a selection. Medium priced stemware 
may be obtained in a great variety of patterns. 

Crystal is always in vogue and the colored ware now 
being offered by many firms is in brisk demand. 

The new style of black glass is quite the vogue and is 
used in many forms. The latest use of this black glass 
is to be found in the stems of the glasses as a core, ex- 
pressing a most pleasing effect. Particularly fascinat- 
ing is this black glassware in the many new and attrac- 
tive bridge and tea sets now being offered. They make 
excellent wedding gifts. 
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GLASSWARE 


that has opened an Avenue of Profit 
for the Jeweler 





















Is it new? Is it unusual? Is it smart? Your cus- 
tomer may speak of price but his purchasing instincts 
are guided by these other considerations. PAVEL— 
in the line of Cocktail and 
Highball glasses, of which 
these items are samples—has 
struck a responsive purchasing 
note. Increasing sales by lead- 
ing jewelers throughout the 
country are conclusively prov- 
ing this fact. 
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Happy Hour Highball Canine Highball glass Polo Highball that can Hunting Cocktail that 










glass carefully gradu- for use after long be emptied only with rings true either emp- 
ated for the serious periods of drought. a long sigh of satis- ty or full. 
minded. faction. 


“There’s Romance in every sip from a PAVEL GLASS” 





fine workmanship that make them 
acceptable to the most discriminat- 


ing. 
PAVEL has achieved a rare com- 


bination of humor and_ genuine 
worth that you will be happy to 
show and sell your customers, and ° 
you will find a straightaway road to 
rapid turnover and substantial prof- 
its in PAVEL Glassware. 

Let us send you a catalog and full 
particulars. 


Just the thoughts of a drink from 
one of these attractively decorated 
gold banded PAVEL glasses is 
something of an adventure—and 
whatever adds a dash of spice and 
adventure to life has an immediate 
and favorable response in your cus- 
tomers. 













But aside from their novel features, 
their intriguing decorative motifs, 
PAVEL Cocktail and Highball 
glasses have the high quality and 





3947, 





“Scotty”? Cocktail glass for 
concentrated loads. 


F, PAVEL & CO. 


MANUFACTURERS and IMPORTERS 


15 West 37th St. New York, N. Y. 
Represented by Mary Ryan—225 Fifth Ave., New York—17 N. Wabash Ave., Chicago. 
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So much de- 
pends upon the 
way the gift 
is wrapped, 


A Git Shop lam Old Spain 
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for a bride or 


occasion 





Vail Jewelry Co., Wichita, Kan, Attracts Trade by Using Unique 
Gilt Display Methods 


By W. B. STODDARD 


LL visitors to Wichita, Kan., who seek the odd 
7A and interesting are taken to Vails as a matter 
of course by their hosts. It is one of the show 
places of the city. To the casual tourist it offers the 
“something different” he is always seeking, while to the 
seeker of novelties and worth while gift offerings it is 
a treasure trove indeed. Imagine a street in Old Spain, 
housed in a thoroughly modern jewelry store! Passing 
the cases in the front of the store, filled with flashing 
gems, burnished silver and sparkling crystal, one treads 
the tinted flagstones of the old world, and gazing up- 
ward sees the blue sky of Barcelona. On either side of 
the street are quaint little shops, each of which invite the 
stroller to investigate the antique jewelry, peasant pot- 
tery, and a hundred and one imported novelties shown so 
temptingly. Through an archway the visitor ascends to 
a couple of rooms on the second floor where domestic gifts 
are more in evidence. Tablewares of all kinds are given 
special prominence. (See illustration on page 63.) 
“Colonial reproductions of pewter have gone over 
exceptionally well,” said the manager of the department. 
“The crystal trees which have been a feature of smart 


- shops for several years are much admired, but they are 


too expensive to prove a popular seller.” At one side 
is an open cabinet holding antique china, and this has 
to be constantly replenished, as it is purchased in great 
numbers for the adornment of plate racks and china 
cabinets. Several tables hold glassware. The arrange- 
ment of these is being constantly changed, so there is 
always something new to greet the eye of the visitors. 
One of the rooms is fitted up as a dining room, with the 
table completely set for a formal dinner. “These dinner 
settings often take the form of a banquet for a special 
occasion, such as Christmas or Easter. At such times 
the favors and decorations are all supplied by our station- 
ery department, and a card calls attention to this fact. 


“This second floor gift shop dining room comes into 
special prominence in the late spring and June, as it is 
then set for a bridal table. Whenever the daughter of 
any prominent family is to be married she generally 
comes here to select her patterns in china, glass and 
silver. If she does not do so, a little note is sent invit- 


ing her to view the quality lines of tablewares. When she 
comes, and chooses the patterns that most appeal to her 


we set the table completely, so that she may see the 
general effect. If she cannot decide on one pattern at 
once, the table is set several times, so that she can com- 
pare the different designs. As soon as her decision is 
made the table is set with her pattern in silver, china 
and crystal. Another table holds the many individual 
pieces that make up the set. 

The stationery department, at the end of “the street in 
Spain” on the first floor, is really a part of the Gift Shop, 
as it contains so many items suitable for the June bride 
—de luxe boxes of stationery for answering congratula- 
tions, satin bound bride books, beautiful cards of con- 
gratulation, favors, decorations, pen and pencil sets, and 
of course the latest mode of engraved wedding invita- 
tions. 

So much depends on the way a gift is wrapped, whether 
it be for a bride, a Christmas gift, a birthday or anni- 
versary remembrance. A special gift wrapping service 
is one of the conveniences offered by this firm—and so 
important do they consider it that it is individually ad- 
vertised on one of their billboards along the highway. At 
the top—extending above the top of the board so that it 
is especially prominent—is a facsimile of the wafer they 
use in sealing their gift packages, and at the bottom is 
a package with the wafer affixed. In large letters ap- 
pears the store slogan “The Seal That Makes the Gift 
More Desirable—VAILS.” 
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THESE 
UNUSUAL 
ASH TRAYS 


Are the type of merchandise customers 
stop and examine. 










The amusing note in modern decora- 
tion is admirably expressed in the 
novel figures of genuine bronze, on ash 
trays of Brazilian Onyx. 
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Original designs, imported by Eastern 
Art Shop, exclusively. An unusually 
good item for jewelers. Packed in 
pairs at $12.00 per pair and $72.00 per 
dozen. Jewelers’ Circular discount. 
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Size 4” high x 3” wide 


EASTERN ART SHOP, Inc. 


New York 





IMPORTERS 





11 East 26th Street 

















No. 1600 


12 Inch Candle 


Top Cut Like 
Vase 


Pewter, 


Silver Plated Ware, 
Metal Electroliers, 
Decorated Glass Shades, 





No. 1600 
12 Inch Candle 
Top Cut Like 


Vase 

















14 INCH BOWL 
SQUARE FOOT. 


No. A194, 
GOTHIC DESIGN. 





Manufacturers of 
Cut and Engraved 
Crystal Glass, 
Fancy Colored 
Blown Glass 


Che Pairpotnt Corporation 
New Bedford, Mass. 


New York City 


Montreal, Can. 


43-47 West 23rd St. 
228 Coristine Building, St. Nicholas St. 
150 Post St. 






San Francisco 
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GLAS SWARE W for your table 


Customers are enthusiastic over the exquisite 
patterns, graceful shapes and delicate colors of 
Heisey’s fine lead blown stemware. Particularly 
does the rare amethyst tint of the new Alexan- 
drite color impress them. And the new golden 
Sahara! Above are shown No. 3381 goblet and 
high and low footed sherbets. These may also 
be had with etching. Sets of these make superb 
wedding gifts. 
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u A. H. HEISEY & CO., Newark, Ohio 








Witchball 
Vase 


Crystal 
Black 


‘Aly 
mane =. SA 


“‘Morgantomn 
GLASSWARE 


_ ix 


HE Flower season is already with us, 

as will be the demand for the unusual 
decorative Vase. The Globe is made in 
Black, Ritz Blue, Rose and Green with 
Crystal base made after the Italian style. 
May be retailed for $1.50. 


MORGANTOWN GLASS WORKS 
Morgantown - - - WW. Va. 


Our representatives cover the country. 













































Smart and Unique— 
This New Smoking Stand 


Prominent display of this new “Carr 
Craft” Smoking Stand will add to your 
prestige and reputation for having gift- 
wares both smart and unique. 


It is impossible to visualize the clistinc- 
tion and richness of the stand without 
seeing it. A beautiful finish in gilt gives 
it a charming appearance. The contrast- 
ing ash tray of deep blue and black pot- 
tery is gracefully supported by a replica 
of Rodin’s Thinker. It is a smoking 
stand which will attract and impress the 
most discriminating seekers of unusual 
gifts. 


Once attracted, these buyers will make 
other purchases, too. So it’s not a matter 
of a single profit on the “Carr Craft” 
Smoking Stand. 


Your order for “Carr Craft” No. 6114 
Smoking Stands will be given immediate 
attention. And the trade price is only 
$5.00 each. Send right now for at least a 
quarter dozen No. 6114 Smoking Stands 
and have in stock the smartest gift item 
available today. M. W. Carr & Com- 
pany, Inc., West Somerville, Massa- 
chusetts. 

Sales Offices, 200 Fifth Avenue, New York City. 
Pacific Coast representatives, Sunderland & 
Miller, Inc., 807 Title Guarantee Bldg., 200 West 
5th Street, Los Angeles, and 153 Kearney Street, 
San Francisco. 


Carr Craft 


Gifts of Character in Metal 
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‘| reasure 


Trove 


For a_ very handsome 


Let me introduce the dolphin lamp to meet the require- 





figure in the form of a hana- 
some ashtray. This distinguished 
and exclusive design is carried 
out in a tray and base of Bra- 
silian onyx, supported by a fig- 
ure in bronze. It stands 4 
inches high, and the diameter 
of the bowl ts 3% inches. It 
retails for $9.90 


Whether your customers are as 
dry as a camel, make pigs of 
themselves or feel cocky after 
partaking of refreshments, they 
will find in this display the 
glass to suit their moods, while 
the cocktail shaker has similar 
figures to match. The designs 
are hand-painted and burned in. 
$15 a set as shown, or glasses 
assorted at $9 a dozen 


O I dare mention June 

Brides again? The oc- 

casion is important to 
the retail jeweler and as such 
I have stressed it particularly. 
This is the last call, so beware 
and be stocked. 

And now to other things, 
graduation days, for instance. 
This is another June event that 
should bring profits to retailers. 
Here, as with bridal gifts, 
many people will buy gifts of 
lesser value, if within their 
reach, who would not purchase 
yewelry. Hot weather, too, 
opens up all sorts of possibili- 
ties for the wide awake jeweler. 
Remember that every effort is 
made to freshen up the town 





ments of customers who 
recogmize and desire 
quality, nothing could be 
finer than this Chinese 
rose quartz figure, rest- 
ing on teakwood with a 
base of real chased 
bronze. The lamp stands 
22 inches high and is 
priced at $90 


During the summertime your 
customers who love the out- 
doors will find nothing nicer in 
which to place fruit or flowers 
than this generous sized pottery 
bowl, which is 5% inches high 
and 10 inches in diameter. This 
comes in an overflow glase of 
specially good hot weather col- 
ors such as cucumber green, 
moss, jade and several others. 


For the more conserva- 
tive type of person who 
desires a little less hu- 
mor, I would like to call 
attention to this drinking 
set. This pitcher stands 
834 inches high with a 
light etched design of a 
ship, and the date 1742. 
This refers to the date 
of the original Baron 
Stiegel bubble glassware, 
of which this ts an au- 
thentic copy. The footed 
glasses are charming in 
their matching designs. 
This set is imported, and 
the pitcher retails for $7 
while the glasses sell -for 
$16.80 a dozen 


Then again, while the 
subject of hot weather ts 
in our minds, here ts an 
inexpensive item that can 
easily be placed in every 
room in the house. The 
pitcher, which has a glass 
thermos lining, will keep 
liquids cold for a long, 
long time. With a con- 
vement handle and resting 
on a tray, all in cool 
green or rose, this item 
should sell particularly 
well at $20 a dozen 


It is priced. at $7.50 retail 
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The woman of taste and 
refinement is always on 
the lookout for tall, 
graceful boudoir glass 
sticks such as this one, 
which stands 30% inches 
high. The stem is of 
mirror glass, and the 
base, which may be had 
in triangles, circles or 
squares, resting on four 
ball feet, is of black 
glass. It sells for $6 





As a distinct departure from 
ordinary things, Russia comes 
to the front with a series of 
highly lacquered black boxes 
with hand-painted designs on 
the covers. These pictures of 
peasant life are carefully and 
beautifully executed in color, 
and no two are alike. The in- 
side is of red lacquer. For the 
store which prides itself on dis- 
tinguished merchandise, this will 
indeed be a find. They measure 
6% x 4% x 1% inches deep, 
and retail at $10 each 
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houses while many people who 
own summer homes will need 


new things. 


Small lamps, ash 


trays and smoker’s things, and 
especially objects pertaining to 
beverages will all sell particu- 
larly well at this time. I have 
shown several such on these 
pages which are either whim- 
sical or classic, but all of which 
are adaptable to summer needs. 
Display as varied as possible a 
selection in your windows and 
toward the rear of your store. 
Include in your window display 
those items that lend them- 
selves to hot weather use and 
be sure to mark the prices of 


these items. 





Reverting to smoker's ac- 
cessories, this little frog 
will hop into favor wher- 
ever shown. He is ex- 
tremely delicate, made of 
blown glass in light green 
and stands with his mouth 
agape to hold cigarettes, 
while one hand pats his 
stomach in appreciation 
of its contents. This is 
an item which has been 
in very high favor in the 
best New York shops and 
retails at $2.50 


And, of course, after the 
guests have received their 
glasses, they will mar the 
furniture unless supplied 
with the wooden tea tile 
shown. The design, cov- 
ered with a special com- 
position called Melote-x, 
which is impervious to 
heat or even the worst 
quality of beverage. These 
can also be used under 
hot dishes and measure 
534 inches square, at $1.50 
each 






For the man or woman who 
reads while smoking, here ts a 
delightful combination of ash- 
tray and candle lamp in popu- 
lar rustic finishes. It stands 16 
inches high, the bowl is remov- 
able and the shade ts of genu- 
ine sheepskin. Complete with 
shade and wire. and specially 
adapted for porch use im sum- 
mer, $13 





With all manner of glasses and 
pitchers being shown, it is truly 
fitting that a tray on which to 
carry them should be mentioned, 
and here is one 15 inches wide 
by 23 inches long that comes in 
several colors with a_ hand- 
painted centerpiece. This can 
be purchased by your custom- 
ers for $10 and will prove very 
useful 
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The establishment of M. Rooter, 35-37 
Maiden Lane, importer and cutter of 
precious stones, will be closed on Satur- 
days from May 31 to Sept. 1. 

Murray Max, representative of J. R. 
Wood & Sons, 15 Maiden Lane, is now 
making his trip through New York State 
on behalf of his concern. Mr. Max cov- 
ers this State and the Bronx. 

Julius Kaufman of Goodfriend Bros., 
Inc., accompanied by Mrs. Kaufman, is 
sailing today (Thursday) for Europe on 
the Ile de France to visit the European 
pearl markets. 

Reginald Reichman sailed recently on 
the Olympic to visit the foreign diamond 
markets in the interest of Reichman 
Bros., 20 W. 47th St. He was accom- 
panied by Mrs. Reichman. 

Paul Gutenstein, of Charles Holl & 
Co., Inc., 18 E. 58rd St., left for Europe 
last Saturday on the Columbus for a trip 
combining business with pleasure. He 
will be gone for two or three months. 

S. W. Hymes, representing T. G. 
Frothingham & Co., and the Elgin-Brun 
Mill Co., is now located in Room 1307, 9 
Maiden Lane. Percy Layman, and G. 
Sternacker, who represents E. I. Frank- 
lin & Co. are also at that address. 

A meeting of the recently formed 
body, the Associated Credit Jewelers of 
New York, Inc., will be held tomorrow 
night (Friday) at 9.30 p.m., at the Hotel 
Lincoln, Eighth Ave. and 44th St. Per- 
manent officers will be elected and in- 
stalled, after which a business session 
will be held. 

At the meeting of the East New York 
Jewelers Association, held last Thursday 
at Hoffman’s Hall, 1529 Pitkin Ave., 
Brooklyn, the following new officers were 
elected: J. Roller, president; L. Katz- 
wein, vice-president; L. Kirshbaum, 
treasurer, and M. Sherman, secretary. 
A committee was appointed to represent 
the East New York jewelers at the con- 
vention of the New York State Jewelers 
Association to be held at the Hotel Mar- 
tin, Utica, May 26-28. 

There is a special meeting of the 
Metropolitan Retail Jewelers Associa- 
tion being held tonight (Thursday) at 
the Odd Fellows’ Temple, for the pur- 
pose of planning cooperation with the 
state association at its convention in 
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Utica May 26-28, and also with the na- 
tional association at the convention next 
September at the Pennsylvania Hotel. It 
has been decided that the Metropolitan 
association will hold a banquet in the 
early part of 1931. 





Edward A. Bradnac, of Squire & Brad- 
nac, 21 Maiden Lane, was scheduled to 
appear before Judge Max Levine in Part 
Six of the Court of General Sessions yes- 
terday on three indictments of grand 
larceny. The case was to have been 
heard on May 6 but was postponed. 
Bradnac was accused of pawning pre- 
cious stones which, it is alleged, he had 
procured on memorandum. Police report 
that complete restitution has been made 
in the alleged larcenies. 

Lambert Bros., who for years have 
been at 58th St. and Third Ave., and are 
soon to move to the new Lambert build- 
ing at 60th St. and Lexington Ave., have 
advertised an interesting wedding ring 
contest. To the owner of the oldest wed- 
ding ring sold by Lambert Bros., the firm 
will present a diamond set wedding ring. 
To the owner of the next oldest will be 
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given a sterling silver flower bowl of the 
third oldest a sterling silver candlestick 
All contestants must have the informa- 
tion as to the original sale of their ring 
mailed and postmarked before May 24. 

The Gem Club of New York will hold 
its first annual meeting tomorrow eve- 
ning (Friday) under its new president, 
Alan L. Brown, at the Calvary Club, 
Brooklyn. Chairman William T. Robin- 
son of the entertainment committee has 
arranged some interesting features to 
take place during the dinner, following 
which the guests will go to the 106th 
Infantry Armory, where a card of box- 
ing contests has been arranged which 
should furnish an exciting night for all. 
Three new members will be introduced 
at the meeting, Lester Cavanagh, M. 
Merz and Walter Barry. With this addi- 
tion, the club’s membership will reach its 
limit and new applicants will be put on 
the waiting list. 

At the monthly meeting of the Brook- 
lyn Retail Jewelers Association held last 
Thursday evening at the regular meet- 
ing room, 8 Nevins St., Brooklyn, all the 
officers were delegated to go to the State 
convention at Utica. Phineas Peters, 
president, presided at the meeting, and 
after the usual business was over with, 
a new holdup and burglar alarm was 
demonstrated to the members, causing 
great interest among the jewelers. 
Charles T. Evans, secretary of the A. N. 
R. J. A., spoke of the coming conven- 
tion in September, and the pre-registra- 
tion cards, now in the hands of the 
Brooklyn association, were displayed. 
Secretary Mortimer Stavenhagen, who 
has been unable to attend the meetings 
for the past five weeks on account of an 
accident he suffered at the hands of a 
hit-and-run driver, is back on duty. 

The program for the annual outing of 
the Maiden Lane Outing Club to be held 
Saturday, June 7, is now complete. Wil- . 
liam B. Peck, chairman of the entertain- 
ment committee, announces the festivities 
that have been planned are sure to sur- 
pass any previous jamboree of the or- 
ganization and promises an excellent 
time for all. Alan Prado, pianist and 
accompanist, and Ann Howard, singer 
of flirtatious songs and Hawaiian dancer 
are among those scheduled to entertain 
the picnickers. Other performers are 
“Sonia,” Russian accordionist Pearl 
Peterson, oriental and Hawaiian dancer, 
and Justin Lowrie, featured tenor of the 
A. & P. Gypsies. The entertainment will 
be under the direction of Thornton Web- 
ster. The usual prizes will be awarded 
to participants in the various athletic 
events and Jack L. Keenan, salesmanager 
of the Illinois Watch Co., has donated 





(Continued on page 77) 
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a watch as one of the prizes. Tickets 
for members will be $5 instead of $5.50 
as previously announced and guests will 
be charged $6.50 rather than $7. The 
tickets are now on sale and may be ob- 
tained from any of the following mem- 
bers of the entertainment committee: 
W. B. Peck, chairman; Ted Coords, 
Arthur Cooerman, Louis Frank, James 
Theise and Norman Ulrich. 

William Hoffman is now located in 
Room 608, 21 Maiden Lane. 

The Manhattan Watch Repairing Co., 
formerly in Room 307, is now located in 
Room 401, 21 Maiden Lane. 

J. Furman Curtis, formerly at 15 
Maiden Lane, is now located in Room 
401, 21 Maiden Lane. 

A. E. Edwards announces his removal 
from 108 Fulton St. to Room 1101, 9 
Maiden Lane. 

The Rex Jewelry Co., Inc., manufac- 
turer of solid gold jewelry, is now located 
in new quarters at 83 Canal St. 

Leon Jolt, jobber in watch materials 
and novelties is now located in Room 
1006, 12 John St. 

Alfred La Frantz & Co., formerly at 
41 Forsyth St., are now in new quarters 
at 20 Eldridge St. 

Max Pruzansky, formerly at 37 
Forsyth St., is now in new quarters at 
20 Eldridge St. 

The Venus Jewelry Co., formerly at 
105-107 Fulton St., is now established in 
new quarters in Rooms 608-609, 21 Maid- 
en Lane. 

Max Klombers announces the purchase 
of the Arcade Jewelry Shop, 15 Maiden 
Lane, where he is specializing in amber 
jewelry and novelties. 

Almartin’s Inc., formerly located at 
411 Fulton St., Brooklyn, has moved to 
new quarters at 80 Nassau St., engaging 
in the importation of novelty jewelry. 

Seltzer Bros., jewelry importers and 
jobbers, moved last Saturday from their 
old location at 85 Forsyth St., where 
thay have been established for 25 years 
to larger quarters at 80 Nassau St. 

William H. Sims, formerly of Le Count 
& Sims, wholesale jewelers, announces 
that he has opened his own wholesale 
establishment on the sixth floor of 9 
Maiden Lane. 

George Schneider & Co., watch re- 
pairers, formerly located at 200 Broad- 
way, are now established in Room 706, 71 
Nassau St. 

The jewelers in the Maiden Lane sec- 
tion are planning to close their places 
of business on Thursday night, May 29, 
and remain closed until Monday morning, 
June 2. 

Davidson Bros. announce the opening 
of their uptown offices at 580 Fifth Ave., 
an expansion following 20 years of busi- 
ness at their downtown address, 71 
Nassau St. 

Theodore Taus announces the opening 
of his third watch repairing establish- 
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ment at 564 Seventh Ave. His two other 
stores are located at 851 Sixth Ave. and 
365 Seventh Ave. 

Thomas Walsh, formerly with Maurry 
S. Sater, 22 W. 48th St., is now asso- 
ciated as salesman with Charles Shaw, 
successor to A. Schorr & Co., 22 W. 
48th St. 

Buyers representing out-of-town con- 
cerns in New York during the past week 
included John Jones, C. L. Norsworthy 
Co., Dallas, Tex.; Alphonse Hiller, New 
Orleans, and Arthur Easterbury of the 
Goldsmith Co., Montreal, Can. 





The Grelerite Jewelry Co., Inc., retail 
jewelry firm, operating the jewelry sec- 
tion in Carson’s department store, an- 
nounces that Murray Reed, formerly 
with Filjax Jewelers, is now manager of 
its 14th St. store. 

Samuel Goldberg, 22 W. 48th St., is 
sailing today, (Thursday) on the Ile de 
France for Europe where he will remain 
for two months visiting various coun- 
tries for the purpose of collecting inter- 
esting antique jewelry and fancy stones. 

The following New York firms were 
recently granted charters of incorpo- 
ration at Albany: Shaw & Davis, jewel- 
ry; J. Macher, jewelry; J. Walter Stuart, 
jewelry, and Charles Bernstein Diamond 
Co. 

A voluntary petition in bankruptcy 
was recently filed by Benjamin Duskin, 
retail jeweler, 201 E. 14th St. The lia- 
bilities are listed as $4,193, while the 
assets amount to $2,805. Judge William 
Bondy appointed the Irving Trust Co., 
as receiver last Friday. 

Nowacke & Loesser Co., established 
for more than 30 years at 149 Sanford 
St., Brooklyn, has for the convenience 
of its customers opened a showroom at 
303 Fifth Ave., where a complete line 
of costume accessories and novelty jewel- 
ry will be displayed. 

Announcement has been made that the 
C. G. Braxmar Co., Inc., 242 W. 55th 
St., will close down its factory from July 
3 to July 21. The firm has notified the 
trade that as no deliveries can be made 
until after July 21, all requirements 
should be anticipated. 

New and modern machinery has been 
installed in the factory of Henry Agate, 
Inc., now established in new quarters on 
the seventh floor of 36 W. 47th St. The 
concern’s new lines, are now on display 
in the offices and salesrooms adjacent to 
the factory. 

At a recent meeting of the Jewelers 
Fraternal Association the resignation of 
William Dutemple, secretary of the or- 
ganization, was accepted and William 
Underwood was elected to fill the va- 
cancy. Mr. Dutemple has retired from 
business and is enjoying a vacation at 
his estate in Darien, Conn. 
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Samuel Nitke, trading as the National 
Novelty Jewelry Co., 116 Nassau St., has 
executed an assignment for the benefit of 
creditors, filed last Thursday, with 
Joseph Frier of Goldman & Frier, 15 
Maiden Lane, as assignee. 

A meeting of the creditors of the Hoff- 
man Watch Co., was held last Friday in 
which the creditors agreed to a settle- 
ment of 50 cents on the dollar; 10 cents 
in cash and 40 cents in notes, payable in 
a period of 24 months. 

Mrs. Marie J. Leslie, indicted recently 
on charges of stealing $173,000 worth 
of jewelry from Wanamaker’s store in 
1928, was convicted last Friday of grand 
larceny in the first degree in her triai 
before Judge Koenig in Part 3 of Gen- 
eral Sessions. Sentence was adjourned 
one week. 

J. & M. Epstein announce the dissolu- 
tion of their partnership, each continuing 
individually in business under their own 
names. Michael Epstein is conducting a 
wholesale business in jewelry and dia- 
monds in Room 1101, 49 Maiden Lane, 
while Joseph Epstein is carrying on the 
same line in Room 801, the same build- 
ing. 

The Westchester County Retail Jewel- 
ers Association held its dinner last nighi 
(Wednesday) at 7 o’clock at the Green- 
ridge Inn, White Plains. Dr. Benjamin 
F. Battin of the National Surety Co., 
and Charles T. Evans, secretary of the 
American National Retail Jewelers As- 
sociation were among those present whe 
addressed the assemblage. 


E. Prestinari, of the Gemex Co., New- 
ark, N. J., sailed with his family yester- 
day (Wednesday) for Europe, on the St. 
Louis. Mr. Prestinari took his auto- 
mobile with him and plans to spend sev- 
eral months abroad with his family tour- 
ing the continent and will also devote 
considerable time to the foreign jewelry 
markets, particularly at Pforzheim. 

The entire assets, stock, fixtures, etc., 
of Morris Waxman, 101 Second Ave., 
were sold at public auction last Tuesday, 
following a meeting of creditors held 
Monday in which an offer of 20 per cent 
settlement was refused. Mr. Waxman 
had executed an assignment for benefit 
of creditors to Louis Horowitz, assignee, 
of Goldman & Frier, 15 Maiden Lane, 
filed May 7. 


The trial of Louis Poller and Samuel 
Weisman, accused of smuggling watches 
into this country was adjourned last 
Monday to May 26. These two men are 
the remaining alleged members of the 
smuggling ring, the principal characters 
of which were sentenced April 25. The 
confessed members of another ring, Paul 
Rabkin, Solomon Rubman and Joseph Y. 
Perelman, are on the calendar to be sen- 
tenced May 26. These sentences were 
put over to that date from last Monday. 
Meyer Person and Henry Weidhorn, of 
the firm of Person & Weidhorn, custom 
brokers, Charles Valvo and Vincent 
Valvo, alleged to have been involved in 
smuggling activities, will face trial Mon- 
day. 

The Arrow Jewelry Co., Inc., 200 

(Continued on page 78) 
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Broadway, has given a deed of trust to 
Louis Horowitz, of Goldman & Frier, 15 
Maiden Lane, attorneys for the trustee. 
All claims should be addressed to the 
attorneys. 

Bernard J. Wiener, diamond cutter, 
Room 1408, 71 Nassau St., announces 
that he has added to his cutting branch 
another department for repairing and 
recutting of round and fancy shaped 
diamonds. 

Louis Whitelaw, of Whitelaw Bros., 
68 Nassau St., sailed for Europe last 
Tuesday on the Europa. While abroad 
he will do his purchasing in Antwerp 
and Amsterdam. He expects to be away 
until the end of July. 

The regular monthly meeting of the 
executive committee of the Jewelers’ Se- 
curity Alliance was held last Friday with 
President Harry C. Larter presiding. 
Nine new members were accepted in 
Class B. Two Class A members were 
transferred to Class B, and six rewards 
were ordered paid. 

A brown diamond paper containing 
four squares weighing 2.37 carats was 
lost by a messenger Wednesday between 
10.10 and 10.45 a. m. A memorandum 
was attached to the paper with the no- 
tation “From Davidson.” ‘The messenger 
was en route from 48th St. to the office 
of D. Davidson, 1 W. 47th St., by way 
of Sixth Ave. 

John P. V. Heinmuller, vice-president 
of A. Wittnauer Co., of 402 Fifth Ave., 
who is official timer for the National 
Aviation Association and of the Frater- 
nity of International Aviators of Paris, 
was a passenger last week with Boris 
Sergiersky at the North Flying Fields 
in a practice altitude flight in which a 
height of 20,000 feet was attained. The 
plane used was the new Sikorsky am- 
phibian plane which later established a 
new altitude record. 

Already about forty of the leading 
manufacturers and wholesalers with 
offices in the downtown district of 
Maiden Lane have signed the agreement 
now in circulation to close their offices 
over the week end beginning with the 
holidays of Memorial Day, May 30, and 
Independence Day, July 4. The offices 
will close Thursday night, May 29, and 
will not open until Monday, June 2, and 
on the Independence Day holiday, will 
close Thursday, July 3, and re-open Mon- 
day, July 7. It is expected that before 
the end of this week practically all of 
the downtown district will have signed 
the agreement and an attempt will be 
made to get the jewelers in the uptown 
section to do the same. 
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Henry F. Weiler of Sanger & Co. has 
gone to Europe for several weeks. He 
plans to visit in England, Germany, 
France, Italy and Switzerland. 

Benjamin Kabatznick, in business for 
20 years in this city at 484 Boylston St., 
has been forced to relinquish his con- 
nections owing to the fact that the build- 
ing is being torn down. The business 
was incorporated in 1924. 

The Smith Patterson Mutual Benefit 
Association is planning to hold its an- 
nual dance the end of this month at the 
Twentieth Century Club. Officers of the 
association are James Kingman, presi- 
dent; D. J. Manning, secretary, and 
George Saunders, treasurer. 

Announcement has been made that the 
15th annual tournament of the New En- 
gland Jewelers’ Golf Association will be 
held at the Shinecosset Golf Club, New 
London, Conn., June 22-23. Those de- 
siring to participate should communicate 
with Howard A. Martin, secretary and 
treasurer, 56 Summer St. 

The annual outing of the Boston 
Jewelers’ Club is set for June 25 at Pem- 
berton Inn, down Boston Harbor. Com- 
petitive sports for prizes will be in 
charge of Vice-President Carl F. Law- 
ton and a committee. A shore dinner 
will be served at which time the prizes 
will be presented. Secretary Albert R. 
Kerr will be in charge of arrangements. 

George Kaufman of 410 Memorial 
Drive, Cambridge, member of the firm 
of Max Kaufman & Son, which operated 
pawn shops and jewelry stores on Brom- 
field and Green Sts., has been sentenced 
to serve four months at Plymouth Jail. 
He pleaded guilty before Judge James 
A. Lowell in the Federal Court to two 
indictments, one charging him with con- 
spiracy to conceal assets in bankruptcy, 
and the other charging concealment of 
the assets. 

The annual dinner and meeting of the 
Maximus Club was held at the Elks Club 
May 1, with William R. Tuttle, presi- 
dent, presiding. The guest was Charles 
Kaufman, New York. Frank T. Kendall, 
“Buddy” Shepard and Vincent Crowley 
furnished the entertainment. Mr. Tuttle 
was reelected president, D. J. Manning, 
secretary and treasurer, and J. C. Haas, 
master of ceremonies. A theater party 
concluded the evening’s entertainment. 

Harry Burnim, 23, of 56 Mascona St., 
Roxbury, who received a fractured nose 
and scalp lacerations in an automobile 
accident on the Boston Post Road April 
21, is employed as manager of a down- 
town jewelry store. He and two com- 
panions were in a car which collided 
with a machine owned by Israel Gaboury 
of Bridgeport, Conn. Burnim was taken 
to the New Haven Hospital where he 
was placed on the danger list. Burnim 
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is the sole support of his mother. Be- 
sides his mother he has three sisters 
and three brothers. According to Mrs. 
Burnim, her son, accompanied by two 
local young men, left Boston Friday to 
enjoy the holiday weekend. 

The next annual convention of the 
Massachusetts Retail Jewelers’ Associa- 
tion is to be held March 24-25, 1931, at 
the Hotel Statler, according to a decision 
made by the officers. A meeting was 
held at the Boston City Club, with Presi- 
dent C. J. Gidley in the chair. It was 
also voted to invite the manufacturers 
and wholesalers to hold another exhibi- 
tion, but on a larger scale than last time. 


A woman is being held by the police 
under suspicion of being the young 
woman who stole diamonds valued at 
$30,000 from jewelers in this city dur- 
ing the winter. Her arrest came about 
recently through the memory of E. W. 
Kirby of the Jewelers building. Mr. 
Kirby recognized the girl when she en- 
tered his offices as the one who examined 
diamonds with a view to purchase in 
February, but left without buying. Later 
the young woman, according to the 
police, visited the offices of Sol B. Kantor, 
and it is alleged, stole diamonds valued 
at $3,000. Mr. Kirby telephoned the 
police directly the girl left his offices, 
gave a brief description of himself and 
trusted to the police to identify him as 
he followed the woman. This they did 
as he pointed out the girl at the entrance 
to a Woolworth store. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week:: 


Selling Price 


London U.S. Gov’t New York 

Date Official Assay Bars Official 
May 6... 19% 4454 42% 

les | Re 19 ys 44% 42 

. By cares 19% 44% 42% 

OS cake 19 3% 444 41% 

aa See 19 ¥ 43% 41% 

PVA Ga he! sitavie 194 44 415% 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended May 10, 1980. 


The U.S. Assay Office reports: 
Gold bars exchanged for gold 


ee eee year reer a $688,851.18 
Gold bars paid depositors...... 36,011.87 
ee eee eee $724,863.05 


Of this, gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 
SE FURS hs 254s ae S Sob ea ak ees $435,980.29 
40,255.19 
| Cre en ee ae eee ee 65,218.03 

41,018.16 
70,507.53 
35,871.98 


MI dsc hate vin ls ecataceai re Reais $688,851.18 
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CHICAGO NOTES 


Albert Millard, of Buss-Linthicum- 
Thorson, left this week for Ohio and 
nearby States where he will call on his 
trade for a couple of weeks. 

Henry Klass Co., wholesale jewelers, 
are now located in their new quarters on 
the 11th floor of the Garland building. 
This concern formerly occupied space on 
the third floor of this same building. 

R. E. Redeker, representing Benjamin 
Allen & Co., just completed a business 
trip through Indiana, and after spending 
a few days at the home offices replenish- 
ing his stock again left for his territory. 

Frank Whiting of the Whiting & Davis 
Co., was called East last week on account 
of the sudden death of his father. Mr. 
Whiting will be away for another week 
at least. 

Ralph Buhl, of Buhl-Peer & Keefe, 
New York, was in Chicago last week 
visiting the trade. Mr. Buhl is making 
the trip in place of his father, who re- 
cently withdrew from the concern. 

“Billy” Moore, of Dixson & Co., ar- 
rived in Chicago last week to visit the 
trade. Mr. Moore is handling the jewel- 
ers’ saw division exclusively. He for- 
merly carried the entire line. 

Mildred Gelderman has moved her 
offices from the ninth floor of the Hey- 
worth building to Suite 301 of the same 
building. Miss Gelderman, repairs bags 
and does bead stringing to the trade. 

Edson Franklin, of E. I. Franklin, 
North Attleboro, Mass., was a visitor in 
Chicago last week calling on the whole- 
sale trade and renewing old acquain- 
tances. 

George Kissick of the Barrows Mfg. 
Co., Attleboro, Mass., called on many of 
his friends in the trade last week. Mr. 
Kissick is making a business trip through 
the entire Middle West. 

Victor B. Hume, representing the 
Martha Mfg. Co., Newark Jewelry & 
Novelty Co., and J. Moroch, left last 
week on a business trip to Cincinnati 
and points east. 

W. A. Kaufman, of A. Hirsch & Co., 
and Mrs. Kaufman, are in Martinsville, 
Ind., enjoying several weeks’ rest. Mr. 
Kaufman visits Martinsville, several 
times a year. 

Fred Kluth, jewelry buyer for the 
Fair is confined at Henrotin Hospital 
following a minor operation. Mr. Kluth: 
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was operated upon Saturday and ex- 
pects to remain there for another week. 

Herbert Bush, of J. R. Wood & Son, 
arrived at the Chicago office of this con- 
cern last week. Mr. Bush is their field 
man on Omega watches. He will remain 
here for about a week attending to busi- 
ness. 





N. Rosenfeld recently resigned from 
the firm of Bauer & Rosenfeld, manufac- 
turing jewelers and _ platinumsmiths 
located in Suite 733, PittSfield building. 
In the future this concern will be known 
as the J. H. Bauer Co. 

George Simons, of Hook & Simons, 
manufacturers’ representative, just com- 
pleted a business trip through the East 
in the interest of his concern. Joe W. 
Hook, of the same concern, left on Sun- 
day for a business trip through his 
Northwest territory. 

Members in the trade expressed sym- 
pathy to Dave and Dan Newman, of 10 
S. Wabash Ave., on account of the sud- 
den death of their mother. Mrs. New- 
man passed away on Saturday of last 
week from a heart stroke. She was in 
her early 80’s. 

E. R. Carroll, representing A. Hirsch 
& Co., just completed a business trip 
through Illinois. After spending a few 
days at the home offices Mr. Carroll left 
for Rockford to attend the annual con- 
vention of the Illinois Retail Jewelers’ 
Association. 

F. J. Buckland, jewelry buyer for Car- 
son, Pirie, Scott & Co., retail, left re- 
cently for New York and sailed from 
that port on Friday for European mar- 
kets. Mr. Buckland will be away for 
several weeks. He makes this trip sev- 
eral times during the year 

Benjamin D. Sachs, auctioneer, Mal- 
lers building, just closed out the Albany 
Park store of Frank Nerad. The sale 
was held for three weeks and was very 
successful. Mr. Nerad has several stores 


in Chicago on the south and southwest 
The Albany Park store located at 


side. 
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Kedzie and Lawrence Aves., was in oper- 
ation for several years. 

Harold C. Waite, western represen- 
tative of the Webster Co., North Attle- 
boro, Mass., arrived in Chicago last 
week to call on his trade. Mr. Waite, 
while in Chicago is making his head- 
quarters at the Palmer House. He will 
be here for a couple of weeks before 
making a trip through Missouri and the 
Middle West. 

Allen B. Pinero announces that he re- 
cently associated himself with C. A. 
Marsh & Co., of Attleboro, Mass., and is 
representing them through the Middle 
West in connection with the LeStage 
Mfg. Co. line of North Attleboro, Mass. 
Mr. Pinero has discontinued all other 
lines he has been carrying. He left on 
Sunday for a business trip to Cincinnati 
and through the South. 

Otto R. Hirt, credit manager for the 
Juergens & Andersen Co., and director 
of the Chicago Association of Credit 
Men, and Mrs. Hirt, left on Saturday for 
Dallas, Tex., where he will attend the 
annual convention of the National As- 
sociation of Credit Men. After the con- 
vention they will go to Los Angeles, Cal., 
where they will spend several weeks’ vis- 
iting with Mrs. Hirt’s mother. 

Morris Weinstein, of M. Weinstein Co., 
Los Angeles, Cal., was a visitor in Chi- 
cago last week. Mr. Weinstein made the 
trip especially to get his mother, Mrs. 
B. Weinstein, of B. Weinstein, Inc., 
wholesale jewelers of 31 N. State St. 
She will make her home in the future 
with Morris Weinstein. Another son, 
Samuel, is operating the Chicago busi- 
ness. 

On Monday evening of last week the 
Chicago Credit Jewelers of Chicago held 
their regular monthly meeting. In the 
absence of Charles Baumrucker, presi- 
dent, who is confined to his home on 
account of a minor operation on his hand, 
George Appel, of Marks Bros., presided. 
During the course of business Mr. Appel 
appointed the following nominating com- 
mittee, Paul E. Van Valkenburgh, Al. 
Newmark and George Appel. Election 
of officers will take place on June 2, and 
all members are requested to be on hand. 

Jules Schwob, of Adolphe Schwob, 
stopped off in Chicago last week to visit 
with Jim Tice, their Chicago manager, 
en route to the Pacific Coast. Mr. Schwob 
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while in Chicago called on the trade here. 

Olsen & Ebann announce that Earl 
McBath is now associated with them, 
having charge of their new store in Oak 
Park. The new store will be open about 
May 24. Mr. McBath has been asso- 
ciated in the credit jewelry business for 
many years. For several years he was 
secretary and manager of a Chicago 
credit jewelry concern. 

Charles Fuller of the George H. Fuller 
& Sons Co., arrived in Chicago last week 
accompanied by Mrs. Fuller and their 
daughter, Mrs. Alice Fuller Davenport. 
Mr. and Mrs. Fuller went to Los Angeles, 
to meet Mrs. Davenport who has been 
enjoying the western climate for several 
weeks. After spending a few days at 
the Chicago offices, Mr. Fuller and his 
family left for Pawtucket. 

Frank Spellman, representative for 
the Towle Mfg. Co., returned to Chicage 
last week from his southern territory. 
Mr. Spellman returned home before 
schedule on account of illness. He is 
feeling better now and hopes to resume 
his trip very shortly. 


CINCINNATI 


The sale recently opened, of the Peer- 
less jewelry store, is now being con- 
ducted by S. Siegal &-Co., Inc., auc- 
tioneers. 

With the selection of a board of con- 
trol, Thursday night, May 8, at the Sin- 
ton Hotel, a complete reorganization has 
been effected within the Cincinnati Re- 
tail Jewelers Association. The board is 
made up of Lawrence B. Herschede, E. 
Gordon Oskamp, Clifford Simper, George 
Ganster and Elmer T. Herzog. Henry 
von Unruh was elected president last 
week, along with an entirely new cabi- 
net. O. B. Wise was named secretary. 
The association will meet the first 
Thursday of each month. 

Karl T. Finn, head of the Better Busi- 
ness Bureau in Cincinnati, spoke. P. M. 
Fahrendorf, general manager of THE 
JEWELERS’ CIRCULAR, was one of the 
principal speakers at the meeting. Sec- 
retary Wise emphatically denied Satur- 
day that the retail jewelers were con- 
sidering any plans to amalgamate with 
any other organization. He announced 
the newly elected officers of the retail 
dealers would develop the plans under 
consideration to obtain the greatest good 
from advertising not only for the benefit 
of the organization but also for indi- 
vidual members. 

The jewelry store of the A. W. Kampf 
Co. at 18 W. Sixth St., in the Palace 
Hotel, had to be vacated for a little while 
Friday, by a tear gas bomb which was 
accidentally set off by Miss Edna Ste- 
vens, a clerk, whose dress caught on the 
safety catch of the bomb. The bomb 
was set by John Heisig, safe and lock 
expert, before he started to work on an 
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iron safe in the store. A. W. Kampf, 
owner of the store, was standing near 
Heisig at the safe and when the bomb 
exploded received the full cherge of gas 
in his eyes. Kamp, Heisig, Miss Stevens 
and Harvey Faller, watch maker, were 
forced to flee to the street. Large elec- 
tric fans were utilized to drive the fumes 
from the store. No damage was caused 
to any of the stock in the place. 








CLEVELAND 


Sidney Marks, retail jeweler in the 
Taylor Arcade, has discontinued the use 
of half of the double store he has been 
occupying. 

George Pilser, traveling representative 
from the Chicago office of Goodfriend 
Bros., of New York, was held up and 
badly beaten by a trio of crooks in an 
attempt to secure his stock of loose dia- 
monds early Friday evening. Interven- 
tion by passersby caused the men to flee. 
‘The attack took place at the entrance of 
the Tavern restaurant, 1025 Chester Ave. 
One man, armed with a blackjack, struck 
Mr. Pilser. The men grabbed the sales- 
man as he started into the restaurant, 
but he fought them off. As a crowd 
gathered the men fled. Police were no- 
tified and one of the men was picked up. 
The police said he was a well known 
racketeer. Mr. Pilser was taken to Lake- 
side hospital, where his injuries were 
treated. 

J. Fred Schoebel, retail jeweler of 8308 
Quincy Ave., was the victim of window 
smashers last Wednesday night. De- 
termined to take everything the window 
contained, they cut a hole in the window 
and broke the glass with a brick. Being 
unable to get some of the flatware, they 
enlarged the hole by using the brick 
again. The second crash aroused a 
woman living nearby who telephoned the 
police, the alarm being broadcasted by 
the police radio which was picked up by 
a cruising squad. They managed to ar- 
rest one of the thieves and found most 
of the loot, some of which was hid in a 
neighboring doorway, and more behind 
a ticket booth in a nearby picture show. 
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Several pieces were returned next morn- 
ing by a neighbor who found them in 
his yard where the thief who escaped had 
dropped them. 


DETROIT 


Otto Laula & Co., retail jewelers, have 
moved from 140438 Woodward Ave. to 
elaborate new quarters at 13857 Wood- 
ward Ave. A fine optical department 
also has been established. 

I. S. Solomon was recently elected 
president of the Association of Retail 
Credit Men. Other officers are Robert 
L. Williams, vice-president; Frank E. 
Parker, secretary and treasurer. 

Edward Berg, who was State repre- 
sentative for the E. H. Pudrith Co., 
wholesale jewelers, for many years, has 
returned to Detroit after passing several 
months in the western states. 

“The department store group averages 
very close to maintaining the same vol- 
ume of business as in April of 1929. One 
store reports a good percentage of in- 
crease over the volume of a year ago.” 

Eugene Wagner of Monroe, Mich., 
paid a visit to Detroit recently, calling 
on the wholesale trade and buying new 
merchandise for his spring trade. He 
anticipates a steady business for a con- 
siderable time. 

Charles E. Boyd, secretary of the Re- 
tail Merchants’ Association issued an 
encouraging report on the trend of retail! 
activities in Detroit. “Whether all the 
credit must go to the late Easter or some 
of it to a noticeable improvement in 
general business conditions, is hard to 
say,” he adds, “but indications are to 
the effect that retail business is show- 
ing a better aspect than it has during 
the past several months. Our local re- 
tail stores generally are showing better 
comparative figures than for any of the 
last several months. 


EVANSVILLE 


Ray Sisson, well known pear] buyer 
at Decker, Ind., was nominated on the 
Republican ticket as the nominee for 
Congress in the Second Indiana Con- 
gressional District in the, primary on 
Tuesday, May 6. Mr. Sisson has been 
buying White River and Wabash River 
pearls for a number of years. 

Local retail jewelers report their trade 
has been fairly good during the past 
week. General business conditions in 
Evansville and other towns in southern 
Indiana have shown an upward tendency 
during the past month, and the general 
opinion of retail jewelers in this city is 
that trade will show an upward tendency. 
Reports from the rural communities are 
more encouraging than they have been 
for the past four months. 























Walter S. MacDonald has purchased 
the jewelry business formerly con- 
ducted by the late L. G. Abbott at 17 
North Main St., Perry, N. Y. 
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MILWAUKEE 





An attempt was made during the past 
week to break into the jewelry store of 
Henry Jung at 704 Oakland Ave. Bur- 
glars attempted to enter the store by 
forcing iron bars on a rear window. 

Arthur B. Meyers, for the past 20 
years a jeweler on Sixth Ave. and Mit- 
chell St., has moved to 1191 Lincoln Ave. 
Mr. Meyers also operates a store at 468 
11th Ave. The latter store is managed 
by Robert and Margaret Meyers. 

The Henry J. Oberst jewelry store at 
392 National Ave., was the scene of a 
burglary during the past week. Thieves 
escaped with rings, watches and neck- 
laces valued at $500. The burglars broke 
the jewelry store window with a padded 
brick and then deliberately chose the best 
jewelry in the display. It included two 
trays, eight with 18 gold rings; several 
wrist watches and other articles. 

Approximately $1,000 worth of jewel- 
ry was stolen from the jewelry store of 
I. G. Nierwierdowski, 5546 22nd Ave., 
Kenosha, Wis., by a pair of well dressed 
bandits. The pair escaped in an auto- 
mobile and were last seen heading north 
toward Milwaukee. Nierwierdowski was 
alone in his store about 8.30 a. m. when 
the robbers entered and asked to look 
at wedding rings. Both then pulled 
guns. The proprietor was taken to the 
rear of the store and tied to a chair, 
after which the place was ransacked. 








SAN FRANCISCO 


The next meeting of the Western Ma- 
terial Dealers’ Association will be held 
in this city, July 12. 

Mrs. Philip Klein will continue the 
business of her late husband, who was 
one of the well known jewelers of the 
city. Mrs. Klein inherited the bulk of 
the large estate and is carrying on the 
store at 519 Grant Ave. 

S. J. Hammond of the Jewelers’ build- 
ing displayed the leading lines he rep- 
resents on the Coast at the Hotel Alex- 
andria, Los Angeles, during the week of 
May 11 to 17, in an independent ex- 
hibit. 

Making his first airplane trip at 78 
years of age, F. M. French of F. M. 
French & Son, Albany, Ore., arrived re- 
cently at the Oakland airport, after a 
pleasant five-hour trip from Albany, Ore. 
He is one of the leading jewelers of the 
North West. 

William (“Big Bill”) O’Connor, prin- 
cipal in the $100,000 robbery at the 
Houston-Gillmore jewelry store in 1924, 
had his sentence fixed at 25 years by the 
California State Board of Prison Direc- 
tors, on May 8. He has served the mini- 
mum of a five-to-life sentence in San 
Quentin penitentiary from whence he at- 
tempted to escape three years ago, with 
Booth, known as the “ammonia bandit.” 

Leon A. Lazarus recently closed his 
store at 711 Market St., with an auction 
sale, moving to a larger store in the 
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adjoining building, 715 Market St., which 
was for years the home of the Sorensen 
Jewelry Co., owned by James A. Soren- 
sen. Mr. Lazarus is adding a gift and 
art department. He has changed the 
name of the store to Leon A. Lazarus 
& Sons, as Jack and Edgar, his twin 
sons, are to be associated with their 
father in the business. It is expected 
that both will graduate as optometrists 
next December. 








INDIANAPOLIS 


Richard Tislow Lett, Petersburg jewel- 
er, was married recently to Miss Ruth 
Smith. 

H. J. Herff, president of the Herff- 
Jones Co., was elected director of the 
National Institute of Educational Jewel- 
ers. The concern is located at 1411 No. 
Capitol Ave. 

Formal opening of the Miller Jewelry 
Co., located in the Continental building. 
21-23 No. Meridian St., will be held about 
June 15. The company was recently in- 
corporated with a capital stock of 500 
shares no par value. The incorporators 
are Morris Dee, Edith Piper, Abe Dros- 
dowitz, Aaron Drosdowitz and Mary 
Drosdowitz. 

Krevitz Bros., Incorporated, Gary, has 
been incorporated with a capital stock 
of 100 shares having a par value of $100 
each; to conduct a business for the manu- 
facturing, buying, selling and dealing in 
watches, silverware, jewelry and radios. 
The directors are Sidney M. Krevitz, 
Joseph M. Krevitz, Marian Krevitz and 
Minnie Krevitz. 











Officers of the Elgin National Watch 
Co. were reelected, quarterly dividend of 
2% per cent declared and executives re- 
appointed at the annual meeting of the 
directors in Chicago, April 22. DeForest 
Hulburd is president; Frederick T. 
Haskell, vice-president; and Taylor 
Strawn, vice-president and treasurer; 
Howard D. Schaeffer, assistant to the 
president; Alfred T. Carton, general 
counsel; W. S. Campbell, secretary and 
assistant treasurer; and Edward N. 
Herbster, general superintendent of the 
Elgin plant. 
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LOS ANGELES 





Announcement has been made that the 
DeCaro Diamond Shop, Inc., has opened 
another shop at 522% S. Broadway. 

Vertees Montgomery is now located 
in his new quarters in the Metropolitan 
building, where he will manufacture spe- 
cialties. 

Mrs. C. E. Buck, for a considerable 
time with the Golden State Gem Co., San 
Pedro and 7th St., has engaged in busi- 
ness for herself at 704 S. San Pedro St. 

T. Zable, recently from Chicago, has 
purchased the manufacturing business 
of the Marcus Jewelry Co., 220 W. 
5th St. 

Jesse King, manufacturer’s agent, was 
in the city this week calling on the trade, 
and remained over the week for the State 
jewelers trade show. 

Louis C. Krueger, dealer in precious 
stones, is on his early summer trip 
through the East. He will be gone until 
the middle of next month. 

Flynn-Pegram, Ltd., has opened a re- 
tail shop at 402 Metropolitan building. 
A black and silver effect in modern style 
is carried out in the fixtures and store 
furnishings. 

James G. Donavan, of Donavan & Sea- 
mans, left Sunday for the North, visit- 
ing Oakland and San Francisco, where 
he will make a survey of conditions 
among the jewelers. 

Emile Gareau, formerly at 103% S. 
Brand Boulevard, Glendale, has opened a 
new and attractive store at 114 E. Broad- 
— just around the corner from his old 
site. 

A. W. Belding, one of the pioneer 
jewelers of Portland, Ore., has sold his 
place in the northern city and estab- 
lished himself in the retail business at 
Montebello. 

The Gensler-Lee Jewelry Co., operating 
a chain of jewelry stores throughout 
the country, has purchased the chain of 
the Simon Jewelry Co., with stores in 
San Jose, Modesto and Stockton, Cal. 

R. H. King, western representative of 
the Ostby & Barton Co., Providence, 
R. I., with offices formerly at 911 Jud- 
son Rives building, S. Broadway, has 
taken a suite in the Metropolitan build- 
ing, on the tenth floor. 

Al Goldberger and Max Newman, both 
connected with the Max Newman Co., 
San Francisco, were in Los Angeles on 
business, remaining until after the State 
jewelers’ convention, where the company 
had a booth. 

C. Raymond Gross, a salesman for the 
E. W. Reynolds Co., recently secured 12 
new members for the California Gold & 
Silversmiths’ Association. He is very 
active in the association and is doing 
a great deal to help the work of this 
organization. 

A. T. Dunn, formerly associated with 
Lesley Bros., retailers, at 5914 S. Ver- 
mont Ave., has entered business for 
himself, leasing a store at 7611 S. West- 
ern Ave., where he will have one of the 
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Waterford & Son—Jewelers and Watchmakers 


and (Eric referred to his notes) 82 
cents. Take away the extra expense not 
charged and there would be a loss of 
$896.18.” 

“Pass me that paper,” Paul snapped in 
harsh tones. It was evident that he was 
mad clean through. He glowered at the 
figures as he checked them, but he could 
not find any mistake in his son’s reckon- 
ing. 

Eric sighed. He knew he had cruelly 
hurt his father’s pride in the old busi- 
ness, yet he determined to have his say 
while he was about it. 

“T’d better finish what’s on my mind. 
Pop, I’m sorry, but as I figure it the as- 
sets of the business are nothing like what 
you say they are. For instance,” Eric 
rushed on as he saw his father was about 
to interrupt him, “I think you ought to 
knock fixtures off as an asset. You re- 
member Bijah said they had no market 
value——.” 

“Darn Bijah.” The old jeweler ex- 
ploded. ‘“What’s he got to do with my 
business? This all comes of letting other 
people meddle in my affairs.” 

“Aw, Pop, I’m awful sorry, but I gotta 
say my mind. I don’t care a hoot about 
Bijah, but I’m darned sure we ought to 
cut ’em out. And then there’s the ac- 
counts receivable. I figure we have them 
too high by $2,800.” 

“Really, that’s very nice of you,” his 
father said in cold sarcastic tones. “Pos- 
sibly you think I’ve been cheating in 
other assets?” 

“Who has said you’d been cheating? 
It’s your business anyhow and you 
aren’t borrowing on your statement.” 
Eric went white with anger. Then with- 
out a pause he continued. ‘‘As a matter 
of fact I’m very sure you’re kidding 
yourself on the value of your stock. 
You’ve taken no depreciation so far as 
I can see, and with all the old junk 
around the place no one but an ass would 
say it’s worth what you paid for it. I 
should think you ought to knock 10 per 
cent off the book value, and I doubt if 
that’s enough.” Eric snapped savagely. 
“And 10 per cent off stock would be 
$2,604.” Eric referred to his paper to be 
sure he was quoting accurately. “That 
brings the total of deductions up to 
$8,004. Knock that off your $33,600 and 
it brings your net worth, so far as the 
business is concerned, down to $25,596. 
And that’s that.” 

“Are you all through?” his father 
asked with deadly quiet. 

“I’m through, and I know very well 
I’m right, whether you like it or not.” 
Eric’s temper had taken the bit between 
its teeth, he was beyond thinking of, 
or caring for the consequences of his 
speech. 

“As I understand your very impudent 
comments, you think my business is a 
losing one. You have gone out of your 
way to tell me on more than one occa- 
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sion that it’s not as good as it used to 
be; now you tell me it’s losing money and 
that my assets are padded. I’m very 
sorry I did not tell you what a terribly 
bad business it was before you came into 
it. However, I’ve no doubt I’ve sufficient 
worth left to see that you don’t lose too 
much by it.” 

“Who has said anything about me? 
I think the fact that I’m willing to work 
for a great deal less than I’ve been mak- 
ing is evidence that I’m not working here 
for what I get out of it—yet, at any 
rate.” 

“Don’t sacrifice yourself for me.” Paul 
was white with rage and resentment. “If 
you wish you can go back to your junk 
jewelry selling.” The fine old jeweler 
was sorry for what he said the instant 
he said it. Before he could add another 
word, however, Eric stood up, his eyes 
flashing angrily. 

“That suits me. I'll quit right now. 
You never wanted any ideas—from the 
first you’ve been sure you know it all. I 
don’t want to stay where I’m no good, 
so the business can go to smash for all I 
care.” ‘The young fellow felt tears of 
rage coming to his eyes. He wouldn’t 
let his father see he was upset, so with- 
out another word he dashed from the 
room and across the passage to his little 
bedroom. Slamming and locking the door 
behind him, he flung himself on the bed 
and burst into tears. 

In the meantime his father sat in his 
study staring at nothing and thinking in 
bewilderment of what had happened. He 
blamed himself, yet even now he could 
not help feeling resentful at the apparent 
slurs on the business to which he had 
given the best years of his life. 

At breakfast next morning Eric was 
silent. His mother noticed it; she knew 
that something had happened the night 
before, but, wise woman that she was, 
she said nothing. His father did not 
appear for breakfast, much to Eric’s 
relief. After a time he felt that he had 
to say something, so helping himself to 
a piece of toast he asked in tones he 
hoped sounded casual. 

“Where’s Pop? He’s late, isn’t he?” 

“Yes, dear. Father doesn’t feel very 
well this morning and decided to have 
breakfast in bed for a change.” 

Eric swallowed awkwardly; he was 
really worried now. A night’s reflection 
had cooled his hot temper and he re- 
gretted his part in last night’s quarrel. 
Yet he was too stubborn to give in. 

“Tell Pop I’ll be at the store unti! 
he gets there,” he said to his mother 
and then he left the house. 

On his way to the store he was agree- 
ably surprised to meet Judith Somes, the 
girl from the jewelry department of the 
Brent Department Store. 

“Hello, Miss Somes. How’s the cos- 
tume jewelry business now?” 

“Hello, Mr. Waterford.” Judith looked 


at Eric with a pair of mischievous 
brown eyes. “Biz is swell with us, 
How’s it in the highbrow stuff?” 

“Jolly good. But I may go back to 
selling for the Gottler Novelty Co. If 1 
do and get this territory will you give 
me your business?” 

“Betcha life I will. But what’s the 
matter with the old man’s biz? Thought 
you’d come to take care of the rush and 
all that. Say, Mr. Waterford, when 
you’re passing the store one of these 
fair days, give me a social visit and see 
some of the new stuff we just got from 
your old firm. Believe me, its the fuzzy 
kitten’s meow all right.” 

“Okeh, Judith, and you’ll see me P. D. 
Q. Say, fair damsel, you don’t mind if 
I call you Judith, do you?” 


“Well, it’s my name,” that young 
woman said airily. Then. “I leave you 
rs 

“My monicka’s Eric,” he grinned as 
he spoke. 


“Now so hot, Eric, still, it may fit you. 
Up the river.” 

When Eric entered the store he did 
not feel so happy at the prospect of leav- 
ing Brent. Of course Judith Somes had 
nothing to do with it, but she was kind 
of cute, at that! 

Karl Emden was waiting outside the 
store to get in. He looked sourly at 
Eric and grumbled. “Thought nobody 
was coming at all this morning. It ain’t 
a nice day to hang around. Where’s 
your father?” 

“Not well this morning,” Eric replied 
curtly. Then without a word he marched 
to the little office at the rear of the store. 
Kar! took off his coat and slipped on the 
shabby old brown coat he worked in. 
Elmer Catton and the boy followed Kar! 
and in a few minutes the day’s work 
had started. 

An hour later the telephone bell rang. 
It was Bijah; no, he didn’t want to speak 
to his father, it was Eric he wanted. 

“T want you to have lunch with me 
at the Civic Club, Eric. You ought to 
get to know some of the people in Brent 
now your life work’s here. Call it half 
past twelve?” 


“Ee s+ + Oe ss Oy, We WN... ek 
Thanks, Bijah.” Eric slammed down the 
receiver. What did he care about the 


people of Brent; he’d probably be out of 
the place before the month was up. He 
decided to write to the Gottler Novelty 
Co. and tell them he would like his old 
job back again; perhaps they would give 
him this territory; he would rather like 
to see the Somes girl again. 

But the letter was not written because 
customers kept him occupied. He tele- 
phoned to the house to ask after his 
father. ‘“He’s decided to take the day 
off,” his mother said. “He thinks that 
a day’s rest is what he needs.” 

Eric felt guilty, somehow, for his 
father’s breakdown. Yet he had only 
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said what he believed. Then he saw it 
was 12.15 p. m., so washing his hands 
he strolled out of the store to the obvious 
disapproval of Karl, who felt things were 
certainly going to the dogs when even 
lunch hours were altered in this off-hand 
manner. 

The Civic Club was the best in Brent. 
The dining room was on the top floor of 
the Civic building and overlooked the 
city and gave a fine view of the river. 
But Eric saw none of this, for the mo- 
ment they had given their order Bijah 
leaned across to Eric and putting his 
hand on his knee said in quiet tones: 


“Listen, young fellow. I want to tell 
you something, and I don’t want you to 
open your trap ’til I’ve had my spiel. 
I’ve gotta admit you’ve got brains, and 
I think you’ll go a long way in Brent 
before you’re through. But, believe me, 
you'll have a difficult time if you can’t 
learn some tact. I might as well tell 
you that P. W. called me up this morn- 
ing; he’s all shot to pieces, he told me 
the guts of the trouble you and he had 
leat night... .” 

“Waita...”" But that was ase far 
as Eric got, for Bijah snapped, “Shut up, 
can’t you? You’ve opened your face wide 
enough already I should think.” Then 
the plumber smiled, and so took the 
sting out of his words. 

“T’ll tell you, kid, that I know you 
are pretty nearly right, but you must 
remember that your father has lived that 
store, it’s his life, y’see. And when you 
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tell him that the things are on the fritz, 
no wonder he’s all ‘upset.” 


“But I’m right, Bijah. You wouldn’t 
expect me to say nothing when I can 
see what’s wrong with the business. 
How can I be fair to Pop and to myself 
if I don’t express my ideas?” 

“That’s all right, young fellow, but 
for the love o’ drain pipes, you can have 
some sense about it. You were about 
as tactful in leading up to things as a 
hook and ladder truck going to a three 
alarm fire.” 

Both men grinned and the tension 
eased. Bijah then went on. “Don’t ex- 
pect to do everything at once. As a 
matter of fact you are wrong on some 
things. P. W.’s experience is worth a 
great deal more to the business than 
all your ideas of modern retailing. That’s 
the trouble with so many of you young 
smart alecs, you think you know every- 
thing when you really know very little. 
And after all, what you get from books 
ain’t worth a cleat hook until you’ve had 
some years of experience in applying it. 
Just say nothing for a bit and you'll find 
your father will bring up the matter of 
changes. But for the love o’ lead pipes, 
do consider his feelings.” 

“I guess you’re right, Bijah, but it’s 
too late nowe | «ces «4 Rs os 
told Pop last night that I was through. 
I... Tm writing to my old firm to 
get my old job back.” 


“You haven’t written yet, have you?” 
Bijah inquired anxiously. 
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“No, but I’m going to this afternoon.’ 

The plumber gave a sigh of relief. 
“That’s all right. Forget it. You stay 
where you are. P. W. needs you, don’t 
forget that.” 

Eric looked down at his hands which 
he rubbed nervously together. “What 
shall I say to Pop? Tell him that I’ve 
changed my mind?” 

“Gosh, no! Say nothing at all. When 
you see your father merely talk about 
the business of the day. Don’t refer to 
last night at all. I’m pretty sure he 
won't.” 

Eric looked up suddenly with a happy 
smile on his face. “Gee, Bijah, I sure 
was a prize mule last night. And... 
it’s mighty fine of you to take a hand 
ra 
“Aw, shut up, you young fool and eat 
your lunch.” But the grip on Eric’s 
knee told more than words of the real 
affection the shrewd and abrupt plumber 
had for his brother-in-law. 

As Eric stepped briskly along the road 
back to the store he felt much happier 
than he had been for the last 24 hours. 
He stopped for a minute to look at the 
jewelry display in the window of the 
Brent Department Store. “I’ll have to 
pass the word along to the Judith kid 
that I’m going to stick around in Brent 
after all.” 

Karl and Elmer were both surprised 
at the cordial and cheery greeting they 
got from Eric when he stepped briskly 
into the store. 

(To be continued) 





Speeding Up Wedding and Graduation Business 


the first six months of this year to beat that of last. 


And Batt is a successful jeweler! 


“Within the next two months I am going to make it 
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year!” 


chandise. 


dollars that can and will be spent in my territory this 


So far we haven’t said a word about the actual mer- 
But the trend is for a better and wider se- 


my business to call every one of my customers on the 
telephone. Two years ago I tried this with wonderful 
results. With my customer on the other end of the 
wire, I tell her or him that the door of my store is al- 
ways open for a visit. Just a short, honest-to-goodness 
talk for a minute or so. Of course everything depends 
on what you say and how you say it. One must not 
antagonize or disillusion the party. At the same time 
the message must be ‘put across’ quickly and for re- 
sults. 

“The thing that I am going to do more consciously 
this year than ever before is the job of selling specific 
merchandise or my store, including myself, to every- 
one who enters the shop. I don’t intend to do anything 
rash. I’m not going to high-jack anyone, but I am 
going to make my customer contacts more successful. 
I feel that this is my weakness, as I feel it is the weak- 
ness of most jewelry salesmen. They just don’t make 
the most of each and every customer contact. This is 
my job during 1930, and this is how I hope to make 1930 
as good as 1929; this is how I expect to do a good spring 
business and get my share of wedding and graduation 




























lection of the newer goods. In my visits to several of 
the better stores in various communities I gathered 
that the proprietors were selecting their summer mer- 
chandise with a more catholic taste than ever before. 
“Anything will sell” was their attitude—if it is good! 

Speaking on this score, Carl G. Kirchhofer, credit 
manager of the Kay Jewelry Co., Buffalo, N. Y., de- 
clares that the modern jewelry merchant must have 
what the customer wants. 

“If he hasn’t the goods,” he continues, “let him close 
his doors. Good merchandise, sold at a fair, profitable 
rate, is the foundation for success in the jewelry or any 
other line these days. 

“We are frank in stating that we aren’t making any 
elaborate plans for wedding or graduation business. 
But we are as equally frank in making the simple state- 
ment that we will get a good share of this Buffalo busi- 
ness this year. We shall pound away in the newspapers 
with ‘class’ pictorial copy, accompanying this with: weli- 
set-up window displays and then let our merchandise 
and our selling ability do the rest.” 
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GOLDEN RULE REFINERS A 


NOW! 


Are you getting the highest re- 
turns from your precious metal 
“scraps? Since 1912 many, 
many jewelers have found 
Hoover Refining service so 
satisfactory that they have 
said: “It’s the Amount of the 
Check that Counts.” 


















Send for booklet “Your Pri- 
vate Gold Mine” which tells 
how best to prepare your 
scraps for refining. We fur- 
nish free shipping containers. 
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HANDY & HARMAN 





Dependability 


63 Years of 
Striving for Perfection 


has earned for us a leading position as 
fabricators of 


Sterling Silver 

Silver Anodes 

Silver Solders 
Gold Platinum 


and other precious metal products. 


We are continually striving to make each of 
our products better than it has ever been before. 
Users of Sterling Silver, Silver Anodes, Gold 
and Platinum all over North America have 
confidence in our ability to serve them. They 
rely on us and we keep faith with them. 


“HANDY & HARMAN 


Executive Offices 


57 William St., New York, N. Y. 


Plants: 
Bridgeport, Conn. 
425 Richmond St. Fulton and Gold Sts. 
Providence, R. I. New York, N. Y. 




















FOR OVER TWENTY-FIVE YEARS 
the Record of 


FULCRUM OIL 


has been an unbroken period of 
success in the lubrication of 


L. nl WATCHES 
and CLOCKS 


Never once has it fallen 
down. The most competent 
watch experts in the world 
have acknowledged this. 


The highest authorities on 
lubrication for the United 
States Government have at- 
tested to this fact. 


The favorable and continued use by the great 
majority of watch repairers of this country have 
proven it. 


“If you are not using Fulcrum Oils you are not using the 
BEST Oils” 


FULCRUM OIL COMPANY 
FRANKLIN, PA., U. S. A. 
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(Continued from issue of April 17, 1930) 

Fig. 48, Le Paute in discussing Vergo’s 
escapement (Fig. 29) calls attention to 
the fact that it could easily be made 
dead beat by making the locking surfaces 





Fic. 43 
Dead beat escapement by Le Paute. The arm 
D carries the pendulum crutch 


concentric with the centre of suspension 
of the triangular piece and suggests that 
his arrangement in Fig. 43 is derived 
from the thought. It would appear how- 
ever that it is more directly a descendant 
of Debaufre’s (Fig. 20). He also makes 


the statement in discussing Graham’s 
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Development of the Escapement 


By PAUL M. CHAMBERLAIN, M. E. 


escapement (Fig. 19) that the utility of 
repose or dead beat has been known 
for more than 80 years which would 
place it at about 1660. “Utility” pre- 
supposes use and it is strange that some- 
thing should not have been adduced say 
before that of Debaufre’s of about 1700. 

Fig. 44 shows another of Le Paute’s 
clocks, remarkable for its simplicity. 
The escapement is peculiar in that it 
gives impulse at quarter hour intervals 
and in varying amounts. As the entire 
mechanism for seconds, minutes and 
hours together with quarter hour and 
hour strike is so interwoven, it will be 
necessary to describe it as a whole. The 
largest wheel is the hour count wheel 
tor striking the hours. The next largest 
wheel is the quarter hour count wheel. 
These two wheels are driven by a weight 
and endless cord passing over grooved 
pulleys on their arbors. These wheels 
also serve as sporadic escape wheels 
which act directly on two pallets planted 
on the front of the pendulum for the 
quarter hour count wheel and two on 
the back of the pendulum for the hour 
count wheel. 


_— pendulum B is pivoted at A and 
carries a cross arm which has two 
latches engaging a ratchet wheel of 30 
teeth and is made to turn once in a 
minute and carries the seconds hand. 
This ratchet wheel has a pin at its hub 
which engages each rotation with the 
internally toothed wheel which having 
60 teeth turns once in a hour carrying 
the minute hand which indicates on the 
large minute circle. 

On the hub of this same wheel are 
four pins which allow the lever M pivoted 
at K to drop every quarter hour. In- 
tegral with M are L and H and as M 
drops, H which is a detent, unlocks from 
pins set out from the rim of the wheel. 
On the opposite side of the rim the pins 
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project through and as the wheel moves 
they lift and drop the quarter hour 
hammer. There are 72 pins on the wheel 
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Quarter hour striking clock by Le Paute, 

with three toothed wheels. The pendulum is 

impulsed from behind and drives the ratchet 

wheels. The count wheels are driven by end- 

less cord and weight and give impulse to 
the pendulum 


of which 30 are longer and lift the 
quarter hour strike hammer, the other 
42 are for stops against the detent H. 
Half of the 72 pins pass through the 
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Carerut handling of all 
precious metal scrap sent 
to us and just valuation of 
their contents based upon ac- 
curate weight or assay has 
earned a far-reaching confi- 
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Send us a lot on 
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rim and act on the pendulum. After 
each stroke of the hammer a pin gives 
impulse to the pendulum. The wheel 
makes one rotation in six hours and at 
each hour a high tooth occurs to lift a 
lever which unlocks the hour count wheel 
and the hours are struck due to the 78 





Fic. 45 


Le Paute’s pin wheel escapement 


pins. Thirty-nine of these pins are 
alternately longer and give impulse to 
the pendulum after each blow of the 
hammer. This wheel makes one rotation 
in the hour and has on its surface the 
hour numerals of which only the figure 
12 is shown in the cut. 

It will be seen that the impulses are 
few and far between and that the pen- 
dulum bob must be very heavy to store 
energy which is supplied at quarter hour 
intervals, three times as much at the 
third quarter as for the first and twelve 
times as much at twelve o’clock as at 
one o’clock. This clock was made by Le 
Paute in 1752. He describes a simplified 
improvement made by his brother in 
1754 which had uniform impulses. 


IGS. 45 and 46 show an escapement 

by Le Paute which has been much 
used for seconds beat regulators and in 
America there are probably more of 
them in jewelers’ shops than of any 
other, nearly all of Swiss origin. It 
resembles that of Amant (Fig. 38) only 
with pins on both sides of the wheel and 
the pins being semi-circular instead of 
round. 

Le Paute considered it quite as much 
an adaptation of Graham’s escapement 
(Fig. 19) as of Amants and having the 
property of equal lockings and equal lifts 
which were not possible in those con- 
structions. 

The principal defect is the keeping of 
oil on the pins and the danger of de- 
formation of the pins. In Fig. 45 the 
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right hand pallet is broken off to keep 
within the space of the column. The 
similarity to Graham’s escapement is ap- 
parent if it be imagined that the left 
hand pallet be twisted on its arbor until 
it would come to the circle of the teeth 
over to the left. The same result or 
action would be had with the Graham 
escapement with equal length locking 
and two escape wheels on the same arbor, 
one pallet acting on one and the other 
pallet on the other excepting that in Le 
Paute’s escapement both arms are in ten- 
sion which he thought was much 
superior. 


AN escapement much used by Lepine 
(1720-1814) was called _ virgule, 
comma, or hook, and probably was in- 
vented by Lepine by whose name it is 
frequently called. It gave impulse to the 
balance in one direction only. About 1751 
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Fic. 46 

Le Paute’s pin wheel escapement shown from 
the side 

Caron (Beaumarchais) (1732-1799) 


brought out a form which gave impulse 
in both directions and about the same 
time Le Paute brought out the form 
shown in Figures 47 and 48. Caron ac- 
cused Le Paute of pirating his invention 
and got the decision of the Academie in 
his favor as the inventor but it is prob- 
able that they developed the same idea 
independently. Le Paute seems to have 
derived his from the pin escapement just 
described. As applied to watches the 
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escape wheel carries pins which act alter- 
nately on the cams set inside the crank K. 
After impulse has been given to L by the 
pin sliding along the inside of the comma 
shaped cam a pin on the opposite side 
of the rim falls into a circular shaped 
cavity of the cam which is concentric 





Fig. 47 


Le Paute’s crank or double virgule escape- 


ment. The pins on either side of the wheel 
engage cams which receive impulse and also 
furnish repose or locking 


with the balance pivots and there reposes 
during the supplementary arc—the 
smaller the pin and the smaller the circle 
the less friction there is. The action is 
somewhat analogous to that of the 
cylinder escapement except that in the 
cylinder the impulse or lift is given by 
an inclined plane on the tooth and in 
the virgule the lift is on the cam or 
comma. Figs. 49 and 50 are taken from 
the Memoires de la Société des Arts a 
Geneva of 1778 in an essay on escape- 
ments by Prof. Francois Callet. It will 
be seen that in this form, and I think 
it was the only form used in watches, 
that the shape of the wheel shown in 
Fig. 49 gave opportunity for a much 
greater arc of swing than in Le Paute’s 
form of crank. In several respects the 
scheme promised superiority to the cylin- 
der but the great difficulty of execution 
and difficulty of keeping the oil on the 
pins soon made it disappear. Henry 
Savoye, a nephew of A. Breguet made 
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the pins barrel shape, that the oil would 
seek the larger diameter and where the 
cams came in contact with it. 


ERDINAND BERTHOUD =§ (1727- 
1807) in his Histoire de la Mesure du 
Temps, Paris, 1802, gives illustrations 
and discussions of many of the escape- 
ments already here described and a num- 
ber of additional ones. Fig. 51 shows an 
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Fig. 48 


Le Paute’s crank escapement shown i 
view 





Fic. 49 


Double Virgule—This view should show an 

escape wheel similar to that for the cylinder 

escapement, except that there are no planes 

and the pins — on opposite edges of 
the rim ; 
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escapement made by Berthoud who first 
published it in 1786 in his Essai Sur 
L’Horlogerie with no reference as to its 
origin. It was the invention of the Abbe 
d’Hautefeuille (1647-1722) in 1722 but 
I have been unable to find an earlier 
picture of it than this arrangement of 








Fic. 50 


Double virgule or double comma escapement 
by Beaumarchais 


Berthoud’s. The balance with a pinion 
on its staff is at a higher level than the 
escape wheel. A rack b pitches with 
this pinion and on its lever carries an- 
chor pallets B and pivoted at its center. 
The escape wheel A engages the anchor 
quite like the modern lever escapement 
excepting that there is no detachment 
and no draw. ‘This escapement under 
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Fic. 51 


S’Hautefenille rack lever as made by 
Berthoud 


the name of rack-lever was very popular 
in England early in the 19th century 
where it was patented by Peter Lithe- 
stand of Liverpool in 1792. Many old 
English watches are found to this day 
with this escapement and giving fair 
service. The ever present interference 
with the free swing of the balance by 
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friction of the pinion and rack made 
isochronism impossible. 

Many have thought the present day 
lever was a development of this by re- 
moving all the teeth of the rack but two 
at the center and all the teeth of the 
pinion but one and the addition of bank- 
ing and draw. Mudge’s detached escape- 
ment however was invented many years 
before the popularity of the rack lever, 
which however may have paved the way 
for its readier adoption. 

(To be continued) 








New Book for Watchmakers 


“Watch and Clockmakers’ Manual,’’ a Work 
of Horological Hints and Helps, by F. W. 
Britten. Cloth, 340 pages, 4%4x7% inches, 
136 illustrations. Published by The Nor- 
man W. Henley Publishing Co., 2 W. 45th 
St., New York. Price $3.00 Net. 

Jewelers, watch and clockmakers will 
welcome this new addition to the present 
day horological literature, as it touches 
on many subjects of the moment in a 
distinctly up-to-date and modern way. 
The author, F. W. Britten, is the son of 
F. J. Britten, whose works on watches 
and clocks had a world-wide reputation 
for years. The author was awarded the 
silver medal of The Worshipful Com- 
pany of Turners, London, 1886, and also 
the bronze medal of the British Horolog- 
ical Institute in 1889. His present work 
embodies the result of his 40 years’ ex- 
perience in horological and watch work, 
giving a wealth of practical information 
of value to watch and clockmakers gen- 
erally. 

This is a thoroughly practical book in 
all sense of the word and deals with va- 
rious phases of watch and clock repair 
adjustment. 


It contains a very useful section deal- 
ing fully with the watchmaker’s lathe 
and its operation, a subject which has 
not received sufficient attention in other 
books. 

The subject of cleaning and lubrica- 
tion of watches, various escapements, re- 
pairs, adjustments and other matters re- 
lating to watches are also dealt with. 
Similarly there is a comprehensive sec- 
tion occupying about one-third of the 
book relating to the repair of clocks and 
to allied subjects. 

Naturally, it begins with the lathe and 
the use of turns and then goes on to dis- 
cuss watches and watch repairing, taking 
up separately the cylinder escapement, 
pin pallet watches, English lever escape- 
ment and duplex escapement, while sev- 
eral chapters are devoted to what the au- 
thor calls “wristlet” watches of all kinds, 
including the self-winding watch. 

The last part of the book is devoted 
to clocks of all kinds, ending with the re- 
pairing of turret clocks and cuckoo 
clocks. A copious index affords ready 
reference to the entire contents. 

Altogether it will be found an indis- 
pensable book for the professional watch 
and clock maker and amateurs, filling up 
gaps and amplifying other books on 
these subjects, and no watchmaker should 
be without it. 
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United States Patents 


Issue of May 6, 1930 


1,757,120. JEWEL-SETTING TOOL. So.Lo- 
MON HELFGOTT, New York. Filed Jan. 
15, 1927. Ser. 161,407. 2 Claims. 

A jewel-setting instrument comprising a 
tool body cut away to form a surface to re- 
ceive a sliding plate and a rabbeted recess 
adjacent one end thereof for receiving an 
individual roller jewel therein, a spreader 
plate attached to one side of the body, one 
end of said plate having a side extension 





forming a clamping means for a jewel posi- 
tioned within the said recess. a cam surface 
on the side extension, a plate sliding on the 
cut away surface cooperating with the 
spreader plate for opening the same, one end 
of said slidable plate engaging the end of 
the jewel and a feed screw for advancing 
the slidable plate whereby the jewel may be 
forced outwardly beyond the end of the body 
and into the setting of a roller or pallet of a 
watch movement. 


DESIGNS 
Issue of May 6, 1930 


$1,092. RING. Howarp O. JENKINS. Bal- 
timore, Md., assignor to Frank R. Blake, 
saltimore, Md. Filed Dec. 4, 1929. Ser. 
33,635. Term of patent 14 years. 





The ornamental design for a ring, as 
shown. 


81,104. WATCH DIAL OR SIMILAR AR- 
TICLE. HENRY MOELLER, Columbus, 
Ohio. Filed Feb. 27, 1930. Ser. 34,670. 
Term of patent 7 years. 





_ The ornamental design for a watch dial or 
Similar article as shown. 
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United States Trade-Marks 
Issue of May 6, 1930 





The following trade-marks are published in 
compliance with Section 6 of the Act of Feb. 
20, 1905, as amended March 2, 1907. Notice 
of opposition must be filed within 30 days of 
this application. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision in 
Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 
opposition. 


Ser. 282,330. M. WINTERHALDER & HOFMEIER 
G. M. B. H., Neustadt, Germany, and 
New York. Filed April 12, 1929. 


W.&H. 


cn. 


For Clocks, Clock Movements and Parts. 
Claims use since July 1, 1864. 


Ser. 297,457. ScHWoB FRERES & CIE. 


= 
La Chaux-de-Fonds, Switzerland. Filed 
March 17, 193090. 


CAPTIVE 


For all kinds of watches and parts thereof. 
Claims use since Feb. 15, 1929. 


Ser. 280,335. INTERNATIONAL SILVER CoO., 
Meriden, Conn. Filed Mar. 6, 1929. 


For Sterling-Silver Hollow Ware. Claims 
use since Feb. 18, 1929. 


Ser. 282,602. GLASTONBURY SILVER Co., Chi- 
cago. Filed April 18, 1929. 


No claim is made herein to the word 
“Plate” apart from the mark as shown in 
the drawing. 


GEE-ESCO PLATE 


For Silver-Plated Flat Ware and Cutlery. 
Claims use since Jan. 15, 
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Ser. 295,738. INTERNATIONAL SILVER CoO., 
Meriden, Conn. Filed Feb. 7, 1930. 





For Sterling-Silver Tableware. 
Claims use since Dec. 18, 1929. 


Trade-Mark Registrations Granted 
Issue of May 6, 1930 


270,302. FINGER RINGS OF PRECIOUS 
METAL. CINER Mre. Co.. New York. 
Filed May 8, 1929. Ser. 283,664. PUB- 
LISHED AUG. 6, 1929. 


270,309. SHOULDER STRAP PLATED 
WITH PRECIOUS METAL. THE Com- 
FORT CLASP Co., Hollywood, Cal. 

Filed April 6, 1929. Ser. 281,941. PUB- 

LISHED FEB. 25, 1930. 

270,312. LAVALLIERES, PENDANTS, 
NECKLACES, NECK CHAINS, BRACE- 
LETS, AND EARRINGS. MARTIN- 
COPELAND Co., Providence, R. I. 

Filed March 19, 1929., Ser. 281,012. PUB- 

LISHED MAY 14, 1929. 


270,330. PLATED TABLEWARE—NAME- 
LY, SPOONS, FORKS, KNIVES, AND 
LADLES. THE AMERICAN SILVER Co., 
Bristol, Conn. 

Filed Jan. 9, 1926. Ser. 225,691. PUB- 

LISHED MARCH 23, 1926. 


270,336. NECKLACES, BRACELETS, 
BROOCHES, FINGER RINGS, EAR- 
RINGS, AND PENDANTS. Samstac & 
HILDER Bros., INc., New York. 

Filed Nov. 16, 1928. Ser. 275,413. PUB- 

LISHED FEB. 18, 1930. 


270,383. FRATERNITY EMBLEM PINS. 
SigMA DeExta Cui, Chicago. 
Filed Oct. 30, 1929. Ser. 291,798. PUB- 
LISHED FEB. 25, 1930. 


270,475. FINGER RINGS. Byarp F. Bro- 
GAN, Philadelphia. 
Filed Dec. 13, 1929. Ser. 293,615. PUB- 
LISHED FEB. 25, 1930. 


270,508. WATCHES, CLOCKS, AND PARTS 
THEREOF. FORSTNER CHAIN CORP., 
Irvington, N. J. 

Filed Jan. 3, 1930. 

LISHED FEB. 25, 1930. 


Ser. 294,349. PUB- 
Trade-Mark Registrations Renewed 
Issue of May 6, 1930 
76,957. LOCKETS AND BRACELETS. Reg- 

istered March 1, 1910. ATTLEBORO CHAIN 


Co. Renewed March 1, 1930, to Mara- 
thon Co., Attleboro, Mass. 
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Merchandising the Gift Section 


(Continued from page 65) 


business. It is not. It is vitally necessary to keep 
these facts in mind and the jeweler must train himself 
to realize that this is a different business and there- 
fore buy differently. Buy, perhaps, 20 per cent less of 
that merchandise mentioned in groups 2 and 3 than 
you anticipate using and fill in the gap from the trav- 
eler’s lines. Thus you will be in a position to buy new 
things which may appear on the market during the in- 
tervening months. 

Keeping your stock new and keeping it moving means 
repeat visits to your shop from the buying group in 
your community, bringing them through your store, 
selling them giftwares now and taking the opportu- 
nity to interest them in something more important from 
your jewelry stock for Christmas or anniversary. Also 
most jewelry stocks have some slow moving items 
which can be placed on the gift tables—things which 
will move in this setting, but which stick on the jewelry 
shelves. 

Costume jewelry! Yes, an excellent line in the gift 
department. The costume jewelry goes out in the Black 
’ Gift Shop box and interferes not a whit with the pres- 
tige of the fine jewelry in the Blank jewelry store 


boxes. But, again, this is an even faster game than 
the giftwares business. Keeping the stock fresh, buy- 
ing often, selling at good profits when it is new and 
fresh and taking your losses and getting the merchan- 
dise sold after it has been about the place too long are 
important points to remember. 

Facing and taking your losses when they occur as 
well as your profits, keeping your money at work mak- 
ing money—that’s modern merchandising—a thing 
many jewelers do not realize or admit until the ap- 
praiser “writes off” the bulk of the items carried upon 
their inventory at original cost prices. They had long 
ago lost all worth except perhaps the melting value. 

Don’t shy from the installation of a gift shop for 
the reason that it requires a knowledge of merchan- 
dising methods to succeed. Take this occasion to learn 
good merchandising methods with inexpensive mer- 
chandise and you will not only make excellent profits 
and bring new customers into your jewelry store (and 
old customers into it much more often) but soon you 
will be unconsciously merchandising your jewelry store 
much more efficiently and adding to the profits of your 
business. 











LOS ANGELES 


(Continued from page 81) 








most attractive places in the Manchester 
district. 

Gene Matsies has moved from Room 
500, to Room 1002 Metropolitan building. 

Ruth Zimmer, pearl and bead stringer 
for the trade, has taken a new location 
at suite 701, Title Guarantee building. 

J. E. Bell, formerly with Evan Bros., 
has opened a storetat 3912 Sunset boule- 
vard. 

A. K. Curtis, formerly located at 
522% S. Hill St., has moved to 500 
Metropolitan building. 

Walter Zimmer, wholesale jeweler, 220 
W. Fifth St., has moved his plant from 
Suite 611 to Suite 701. 

Walter Kron has opened a watch re- 
pair shop at 1511 N. Western Ave., a 
small stock of jewelry will be carried. 

Max Mandelbaum, representing En- 
gland, Klein & Levy, New York, is at 
the Biltmore Hotel. He reports business 
showing a decided increase. 

M. H. Risard, Fairfield, Cal., has pur- 
chased the stock of the Roberts jewelry 
firm at Riverside, and will open for busi- 
ness at the Roberts’ location. 

Robert Corey, Santa Maria, who will 
graduate from a Los Angeles school, this 
month, will enter business with his 
father, Harry Corey, at Santa Maria. 

Ray Fitzgerald moved May 6 from 723 
S. Alvarado St. to 684 of the same thor- 
oughfare, where he has leased a store 
building opposite the fashionable West- 
jake Park. 





John Fialla, who several months ago 
abandoned his store in Pomona, and 
opened a new store at Oceanside, has 
returned to Pomona and released his old 
location. 

Ray Armstrong, Monrovia, has aban- 
doned his old store on a side street and 
has moved into his new building just 
around the corner on Myrtle St., the 
main thoroughfare. 

Frank E. Randall for 11 years with 
E. W. Reynolds Co., and Butterfield 
Bros., Portland, Ore., for 15 years has 
now opened an attractive office in Room 
601 Metropolitan building. 

G. W. Tallman, formerly of 2523 
Washington St., who recently bought the 
E. T. Stoddard jewelry store at 116 E. 
Philadelphia Ave., Whittier, was in the 
city last week replenishing his stock. 

John O’Connor, the well known jewel- 
ry auctioneer of Hollywood, has decided 
to enter the retail business and has pur- 
chased the Wright Jewelry Co., Compton. 
Mr. Wright will retire from active busi- 
ness. 

P. A. Rowe, vice-president of A. I. Hall 
& Son, Inc., with Mrs. Rowe, was in the 
city and remained until after the con- 
vention and trade show of the California 
Gold and Silversmiths’ Association. The 
company had a large display at the exhi- 
bition. 

Bassett & Hutchinson, Ltd., will soon 
open their new credit jewelry store at 
Santa Monica. Both men are well known 
to the Southland, Mr. Bassett having 
been manager of the Los Angeles store 
of Gensler & Lee for several years, and 
Mr. Hutchinson manager of the Bartlett 
Jewelry Co. at Ventura. 






At a recent meeting of the Bay Dis- 
trict Retail Jewelry Trade Association 
held at Santa Monica, President O. G. 


Tullis, 412 Santa Monica Boulevard, 
Santa Monica; Secretary C. E. Ellis, 309 
Santa Monica Boulevard, Santa Monica, 
and Vice-President A. Protsch, 122 S 
Pacific Ave., Redondo Beach, were all re- 
elected for another year. 


W. L. Bowley and E. D. Engelland 
have formed a partnership for manufac- 
turing platinum jewelry and diamond 
setting, leasing a suite at 1002 Metropoli- 
tan building. Mr. Bowley formerly 
operated a small shop in the same build- 
ing and Mr. Engelland had been foreman 
for the jewelry factory of T. Besbeck, 
430 S. Broadway. 


Nate Baronov, San Diego, has opened 
his new store, at Fifth St. and Broad- 
way. The store is said to be one of the 
finest in Southern California, and is 
furnished with hardwood fixtures, show 
cases and wall apartments throughout. 
A large Neon electric sign, fitted with a 
specially made clock, adds to the attrac- 
tiveness of the store. 


President Gardner and Vice-President 
W. C. Race, of the International Silver 
Co., who have been here on a good-will 
trip, left last week for San Francisco. 
They planned to return for the conven- 
tion, and were accompanied by E. V. 
Saunders, Pacific Coast representative 
of their house. Mr. Saunders was the 
toastmaster at the Biltmore Hotel ban- 
quet of the California Gold and Silver- 
smiths’ Association, Wednesday evening, 
May 14, which brought to a close the 
annual convention of that organization. 





